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FEED MERCHANTS BULLETIN and 


feed 


VERY article in this 
E issue includes a mes- 
sage which should be 

of real value to dealers who 
are interested in making 
more money in the feed 
business. The experiences 
of thousands of dealers 
throughout the country 
are reviewed each year and 
the best of all are written 
in brief, easy to read style 
for this publication. Wedo 
not deal in theory and that 
is why all the ideas in our 
articles are practical. It 
pays to read The Feed Bag 
—‘*The Merchandising Pa- 
per of the Feed Industry’’. 
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The Dealers’ Paper of the Feed Industry 
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Wisconsin Balanced Ration 


gives 
Maximum 


Results 
at 


Minimum 
Cost 


Long and faithful study of the 
actual requirements of dairy 
cows is responsible for the 

success of Wisconsin Balanced 
>| Ration. Not only has this 
great dairy feed been proved as 
most productive during, many 
“Results DetermineValue’ —_—-ye2"s, but it has been proved 
most economical. This econ- 
omy reaches the dealer and 
feeder alike. The dealer gains 
on account of increased sales. 
The feeder gains by setting 
more milk and a better herd. 


NORTHERN MILLING COMPANY 


ESTABLISHED 1883 
WAUSAU, WISCONSIN 
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Sell CUT CORN-- 


Get TOP Prices 


ASH in on the better demand for steel-cut corn, durum 
wheat, milo maize, etc. With a Eureka Corn Cutter 
you can not only make a cleaner, brighter product but also 


eliminate waste, speed up your output and save power. 


Eureka 
Corn=-Cutter 


Cuts clean, uniform cubes—no 
jagged edges and splinters— 
much less small, fine stuff. Nei- 
ther a mill nor a grinder can ap- 
proach the kind of work done 
by the Eureka Cutter. It also 
gives you the best possible way 
to reduce corn with excessive 
moisture content. 


Has tool steel knives, adjustable 
to take up wear. Three per- 
forated steel screens furnished. 
Quickly changed from one to 
another. 


Find out all about this profit- 
able machine. Write us. 


Strong-Scott Bag Holder 


Holds without tear- 
ing—The more the 
weight, the tighter 
the grip. Pinion 
rolls up rack for in- 
serting sack. Hold- 
er bolts to front of 
spout. Four corner 
irons furnished. 


Everything Every Mill and Elevator 
‘She Strong-Scott Mfg Co. 


Minneapolis Minn. Great Falls Mont. bdr 
In Canada: The Strong-Scott Miq.Go.Ltd Winnipeg \Qe 


STRONG 
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PUTTING 


PUNCH 


IN THE RATION 


Punch is a quality common to good base- 
ball teams and good dairy rations. 


Among 9 good ball players, one usually 
outshines the rest. He's the man who is 
likely to break up the game every time 
he comes to bat—or nip a rally in the 
bud by an unassisted double play. He's 
the boy who puts the winning punch in 
that ball team. 


Among 6, 8 or 10 good ingredients in 
the feed mixture, one contributes a bit 
more of that vital quality than the others 
do. Call that quality punch or call it pro- 
tein—the ingredient that supplies it is the 
ingredient that’s responsible for the extra 
can of milk, the extra dozen eggs, the 
extra pounds of pork or beef that mean 
extra profit to the feeder. 


Manufacturers of and dealers in good 
dairy, poultry and hog rations know that 
such an ingredient is 


Diamond Corn Gluten Meal 


...as high as 48% of protein... as low 
as 114% of fibre... more than 80% of 


total digestible nutrients. 


Guaranteed 
Protein 


BTHICES- NEW YORK 


Corn Products Refining Company 
New York Chicago 
MFRS., ALSO, OF BUFFALO CORN GLUTEN FEED 


----for almost half 


a century---- 


BVERY time you sell a sack 
of flour it should do at 
least three things for you. Give 
you a fair profit; satisfy your 
customer; and with the future 
in mind, make it possible to 
sell another sack to the same 
customer. 

It takes a good flour to do those 
things. OCCIDENT is that 
kind of flour. Dealers have 
been selling OCCIDENT that 
way for nearly half a century. 


OCCIDENT FEEDS 


Occident Hard Wheat Bran 
Occident Wheat Mixed Feed 


and 
Alta Hard Wheat Middlings 
FREE FROM SCREENINGS 
HIGH IN PROTEIN 


RUSSEL-MILLER MILLING CO. 
General Offices 
MINNEAPOLIS, MINN. 


FLOUR 
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Why 


load up on straight cars when 
you can buy mixed cars at 
nearly the same prices. 


We carry everything in the 
feed line and can ship all 
vour needs in the one car. 
Within twenty-four hours 
after receipt of your order, 
your car is loaded and 
shipped. 


Wire or phone us for delivered 
prices. 


McKercher Milling Co. 


WISCONSIN RAPIDS, WISCONSIN 
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recognize the 


WORTH of FOS-FOR-US 


EVERY STOCKMAN, poultryman, dairy owner, 


farmer and feeder looks for known ingredients in 
the feed you sell. 


They recognize the worth of FOS-FOR-US. Many 
thousands of informed stock raisers look on the tag 
for FOS-FOR-US because strong advertising in 
leading farm, poultry, and stock raisers’ papers is 
presenting month-in-and-month-out messages that 
hit right at the profit interests of these customers 
of yours. 


Moreover, this nationally known and tested min- 
eral saves you $10 per ton on your mixing costs 
when you use it to mineralize your feeds. 


Com 
old 


There’s no two opinions about the value of such 


ECONOMY EGG MASH asaving. Over 700 millers throughout the United 
CAUIINSVA! IDM INOS, INC. States are taking advantage of it and at the same 
oe time getting better results. 


The proof is in pamphlet form. Write or wire for 
it today. It will give you the facts you can’t ignore. 


NTERNATIONAL AGRICULTURAL - ORPORATION 


MANUFACTUBERS OF GRADE 


61 BROADWAY, DEPT. 18 NEW YORK CITY 
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Number Nine 


Southeastern Pennsylvania Merchants 
Move to Restrict Credit 


Adopt Resolutions at Annual Summer Outing in Schwenksville 
Association Announces Prizes for Three Best Booster Letters 


HE members of the Southeastern 

i Pennsylvania Feed Merchants’ 

association couldn't stop talking 
“shop” even when they gathered for 
their annual picnic at Memorial park, 
Schwenksville, Pa., August 28. 

“Our dealers wanted to find some 
way to solve the problem of long term 
credits,” said Secretary Howard A. 
Simpson. “After the brief preliminary 
business we gave most of the time at 
our meeting to a careful analysis of 
this much abused practice and succeed- 
ed in drafting some recommendations 
that should eventually sound its death 
knell in our section.” 


President Thompson Reports 


Albert J. Thompson, Wycombe, pres- 
ident, was in charge of the meeting and 
called it to order at 10.30 in the morn- 
ing. Beautiful Memorial park afforded 
a stimulating setting for trade discus- 
sions. Mr. Thompson gave a report of 
the federation convention at Alexandria 
Bay and outlined briefly the work of 
the local association since its last meet- 
ing. 

The membership committee, consist- 
ing of John P. Fisher, chairman, John 
Lincoln, Robert Swinehart, A. L. Ber- 
gey and Warren Gulick, reported that 
prospective members had been diligent- 
ly followed up and tardy members had 
been urged to take an active part in the 
work of the association. Three new 
members were reported and accepted. 
They are I. H. Nester & Co. P. W. 
Bowers, and Myles Salt Co. 


Credit Problem Discussed 


At the last meeting a committee con- 
sisting of A. L. Bergey, John Lincoln 
and C. F. Dilfer was appointed to re- 
commend a definite cash and credit pol- 
icy for members of the association. A 
report of a questionnaire, which was 
sent to all members, provoked a pro- 
longed discussion. 


Only 50 per cent of the members re- 
plied to the questionnaire but their an- 
swers indicate the need for concerted 
action to curb the credit abuse. The 
questions and replies were as follows: 

(1) Do you favor a strictly cash 
business? Answer: Strictly cash, 5; 
questionable, but possibly with certain 
restrictions, 10; no, 15. 

(2) Are you operating on a cash 
basis? Yes, 3; no, 28. 

(3) Do you favor a strictly thirty- 
day credit basis? Yes, 21; no, 7. Twelve 
of those who answered affirmatively 
thought there should be some excep- 
tions. 

Favor Cash Discount 

(4) On a 30-day credit system, do 
you recommend a cash discount for spot 
cash? Yes, 24; no, 6. 

(5) If your answers to questions 1 
and 3 are negative, what system do you 
recommend. No recommendations. 

(6) If you favor going on a strictly 
cash basis or 30 day credit system, do 
you favor a group plan or a plan pre- 
sented by your association? Group 
plan, 29; association plan, 3. 

(7) Should margin or profit be fig- 
ured on dollars per ton. or on a per- 
centage basis? Per ton basis, 10; per- 
centage basis, 22. 

(9) Should delivery charges be fig- 
used on ton basis or mileage basis? 
Ton basis, 13; mileage basis, 13; ton 
miles, 5. 

Committee’s Recommendations 

A very serious discussion followed the 
report of the committee and an attempt 
was made to draft a plan that would be 
followed by all members of the associa- 
tion. The final recommendations were 
adopted: 

(1) That retail feed merchants adopt 
a strictly limited credit basis, either 30 
days or 60 days, with a 2 per cent dis- 
count for spot cash. 

(2) That members report to the sec- 
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retary delinquent accounts which 
names shall be available to members 
only. 

The recommendations of the com- 
mittee were accepted and the commit- 
tee was instructed to draft a formal res- 
olution to be presented at the next meet- 
ing. 

Announcement was made of a con- 
test to determine what the association 
means to its members. Prizes are of- 
fered for the three best booster letters 
on the subject “What Benefits Are De- 
rived from Our Association?” All mem- 
bers were urged to send their letters to 
the secretary before the next regular 
meeting. 

Value of Association 


“The object of the contest,” according 
to President Thompson, “is to learn just 
how valuable our association is to our 
present members and to find out how 
we may make it more valuable. We 
also expect to use the letters to con- 
vince those who are not members that 
they are losing benefits to which they 
are eligible.” 

Dinner was served at 1 p. m. and was 
followed by a humorous and instructive 
address by Hon. George C. Corson of 
the Montgomery county court. 

During the afternoon the dealers and 
their families enjoyed a program of 
sports arranged by the following com- 
mittee: Arthur Stover, John Lincoln, 
William Hunsicker, and Warren Gulick. 
A baseball game between the wholesal- 
ers and retailers proved the greatest 
drawing card. The wholesalers won by 
a score of 17 to 15, but the retailers de- 
clared they had an advantage because 
they were used to running around all 
the time, anyway. 


The line-up: 

Wholesalers Retailers 
Ellis ss Borne 
Gulick 2b Hollowell 
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Hunsicker Stover 
Smith p Hamilton 
McKenny lb Faber 
Barton cf Heinbach 
Rothenberger lf Bergey 
Walters rf Moyer 
Rosenstein 3b Walton 

3b Carr 
The ladies were entertained at a 


bridge party and games were run off for 
the children. These events were in 
charge of a committee of hostesses con- 
sisting of Mrs. Arthur Stover, Mrs. 
John Lincoln, Mrs. William Hunsicker, 


Mrs. Warren Gulick and Mrs. H. A. 
Simpson. 
The picnic was concluded at six 


o’clock and all the dealers and their 
families agreed that it was the most 
successful ever held. 


ALBERT V. AMET has been ap- 
pointed sales manager of the Always-a- 
head Mills, Inc., East St. Louis, Ill. He 
was formerly assistant sales manager of 
the Blatchford Calf Meal Co., Wauke- 
gan, Ill. 


APPLE RIVER MILL CO. has been 
organized to take over the plants former- 
ly operated by Anderholm Bros., Inc., 
and will do a flour, feed and grain retail 
and jobbing business at Clear Lake, 
Clayton, Joel, Richardson and Deer 
Park, all in Wisconsin. 


HOG FEED 


Are you looking for a method of 
| merchandising which helps to sell 

| everything you carry in stock ? 


ASK FOR DETAILS OF OUR PLAN 


| “Money in Every Sack” 
) Profits Will Prove It 


BLUE RIBBON SWEET DAIRY 


FEEDS 
16144% AND 24% PROTEIN 


BROOKS 


Eastern Federation to Award 
Prizes for Sales Ideas 


O encourage better merchandising 

methods and advertising copy, 

the Eastern Federation of Feed 
Merchants announced that annual 
awards would be made to the individual 
member or firm that contributed the 
most valuable advertising and merchan- 
dising ideas. The members were quick 
to realize that this is one of the most 
important steps ever taken by the or- 
ganization. 

Letters of commendation have been 
received from all parts of the East and 
already several members’ have  an- 
nounced that they will submit plans that 
they have tried and found successful. 

“Tt has long been our contention that 
the most important function of the fed- 
eration is to bring the dealers together 
often for the exchange of money mak- 
ing ideas,” declared Albert J. Thompson, 
Wycombe, Pa., who will have special 
supervision of the awards. “Only a cer- 
tain number of our members come to- 
gether at our conventions and even 


they cannot personally meet all of the 
delegates because of the limited time. 
By this contest we hope to secure all of 
the best ideas in advertising and mer- 


POULTRY FEED 


DAIRY FEED 
BROOKS MILLING CD. 


MILLING 


MINNEAPOLIS, MINNESOTA 


chandising so that they may be avail- 
able to all of our members. 

“Each of us have certain plans that 
we have tried and found profitable. 
Also, we have tried many that have 
been worthless. The federation will 
save many dealers costly experiments 
and bring to them the accumulated ex- 
perience of the successful feed men. 

“The winning plans will be made im- 
mediately available to our members 
when the awards have been announced. 
All of the other plans submitted will 
be properly tabulated and will be at the 
disposal of our members at any time. 
For instance, I may want to put on 
an advertising campaign but would be 
at a loss to know how to write copy 
or how to use it most successfully when 
it is prepared. I would consult the hun- 
dreds of advertising plans submitted by 
the other dealers and would undoubted- 
ly find just what I needed without un- 
necessary and costly experiments. 

“T sincerely hope that every dealer, 
large and small, will enter this contest. 
It is an opportunity to share his valu- 
able experience for the good of the trade 
as a whole.” 


BLUE RIBBON 


SWEET 


MINNEAPOLIS, MINN. 
NTEEO ANALYS 


INGREDIENTS 

CORN GLUTEN FEED. WHEAT BRAN. SOY 

BEAN MEAL. OLD PROCESS LINSEED Of. 

MEAL, PRIME 43°) COTTON SEED MEAL. 

»  PULVERIZED AND BOLTED FLAK AND 

GRAIN SCREENINGS. MINERALS (CALCIUM 

CARBONATE, BONE MEAL. SALT) AND 
MOLASSES 


~ | 
| q 
| | 

| 
| 
| CO 
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Location Had Reputation for Failure 
But Waechter Made It Pay 


Iowa Dealer Develops $40,000 Annual Feed Trade Within Five Years 
Gets Customers to Stop at Store; Operates Profitable Hulling Plant 


it Lake, Iowa, built a $40,000 a year 
business in feed and side lines where 
before that time there was only failure. 
And Mr. Waechter had never had any 
experience with business other than that 
in connection with practical farming. 
Now the feed business grows and grows 
as fame of the service of the Spirit Lake 
mills extends over the farming country 
around the little city wherein the thriv- 
ing business is established. 
Wanted to Use Building 
“The fact of the matter is that an- 
other man and myself got the old three 
story building in a deal and we decided 
to try making use of it in a business 
way rather than tearing it down,” said 
Mr. Waechter. “In order to make it fit 
for present day needs it had to be re- 
modeled. We tore off the top of it, 
cleaned it up, installed a feed grinder 
and went to work. It wasn’t long after 
that when I bought my partner out and 
since that time I have gone at it alone.” 
Waechter says that the more people 
you can stop for a minute or two near 
your door, although that stop may be 
for something other than feed, the more 
attention is going to be paid to the feeds 
themselves. So, in order to get the 
public to stop, he put in a gasoline fill- 
ing station on the corner of the feed 
mill lot and hired a man to run it. 
Later he set up a refreshment booth 
for his 12-year old son in front of the 
mill platform. The filling station has 
become a good paying proposition and 
during the summer months the boy 
makes a profit of $25 a week from his 
stand while car after car drives up to 
the Spirit Lake mills’ platform for 
grinding services or to be loaded with 
the commercial line in which Mr. 
Waechter specializes. 
Installs Oat Huller 
After the feed mill was going well, 
Mr. Waechter decided to add a $900 oat 
huller, for he had noticed the state ex- 
tension department was advising farm- 
ers to feed hulled oats to young chick- 
ens and little pigs. He made the instal- 
lation and for a time, he says, it looked 
like a losing proposition. After several 
months had elapsed, however, it was 
plain the oat huller was going to pay 
for itself out of the profits before very 
long and also that it had already begun 
to serve as an advertising medium for 
the Spirit Lake mills. For one farmer 


[ five years William Waechter, Spir- 


apparently kept telling another how 
Waechter would hull the farm grown 
oats for 15 cents per hundredweight and 
so the mill is being patronized by an in- 
creasing number of farmers from a radi- 
us of 20 miles. The oat huller permits 
him to render a service, Mr. Waechter 


Mr. Waechter is wearing the white hat. 
believes, which the farmer desires more 
than cut rates in feeds and grinding. 

Farm women who raise baby chicks 
are especially good patrons of the oat 


huller. They drive in by themselves a 
good deal of the time, usually bringing 
two or three sacks in their automobiles. 
Then they have only a few minutes to 
wait and the hulled oats are repacked 
snugly into the car again for the re- 
turn trip. For the mill is a speedy pro- 
position, hulling about 90 bushels an 
hour. Mr. Waechter has made as much 
as $20 in a day with his huller and be- 
lieves steady advertising and continua- 
tion of good service at the door and on 
the floor can increase its income con- 
siderably over what is obtained at 
present. 
Pushes Commercial Feeds 

In cases of large orders the farmers 
who arrive with their motor trucks or 
wagons drive to the rear of the mill, 
put the grain into an elevator which car- 
ries it into the hopper of the -huller and 
then sees the hulled product returned 
into the wagon or truck direct from the 
huller by way of a gravity spout. This 
is another service which the farmer ap- 
preciates. 

Mr. Waechter’s whole aim, with his 
service station outside and his oat huller 
in the mill, is to bring the public in 
close contact with his talking points for 
the commercial feeds that he merchan- 
dises. However, these side lines pay 
profits in themselves. His only em- 
ploye is the man in the filling station 
and this man, too, talks feeds when the 
occasion arises. Mr. Waechter handles 
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the mill work alone and he is equal to 
every emergency. 

In a rack close to the door that con- 
nects with the service platform out in 
front are the “dealer helps” that the 
company sends him. No customer comes 
without being handed some of the liter- 
ature along with a tactful talk, and the 
plan bears fruit, says the feed dealer. 


Wins Many Converts 

“But I won’t try to force anyone to 
buy my feeds,’ Waechter said. “I know 
from my own experience as a farmer 
that they won’t stand for it. I can ask 
them what they are feeding their dairy 
cows, their hogs or their poultry and 
then teil them what I have here and 
what it will do for them. I give every 
man and woman some of the literature, 
for the company sent it out to be given 
away. I know that if my supply runs 
low I can get all the more I need. And 
many a new customer for the commer- 
cial feeds has been made by throwing 
in the talk for my feeds and giving 
away literature while the customer was 
waiting for his home grain to be hulled 
or ground.” 

The fact is that Mr. Waechter sends 
the patrons of the oat huller home 
thinking about commercial feeds and 
the perfectly balanced ration. In order 
to reach all of the farm public in his 
sales territory Mr. Waechter sends out 
literature by mail, uses newspaper 
space regularly and even makes use of 
the moving picture screen in the little 
city to mention his chosen line. By 
keeping constantly and enthusiastically 
at it he makes the mill pay and is build- 
ing a steadily increasing business. 

Seeks Market for Hulls 

“It was really an awful proposition 
to begin with,” he said. “The building 
was an old flour mill and needed every 
bit of renovation we could give it. When 
running it had lost money and we had 
to rebuild in addition to getting busi- 
ness. We purchased a small feed mill 
but before long this is to be replaced 
by a big one.” 

Mr. Waechter is looking for a market 
for the hulls which he takes from the 
farmers’ oats. He has a monster bin 
holding about 30,000 pounds of them 
and at times he has hauled some of 
them out to dump as waste. Now he is 
corresponding with Nebraska cattle men 
who, he learned, use these hulls as 
roughage mixed in with the grain ration. 
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Quaker Dealer? 


ITHOUT the slightest increase in your overhead, 

without any increase in your investment, you can 
enjoy the advantages of being a Quaker Dealer. As a matter 
of fact, many dealers who have changed over to the Quaker 
line find it possible to reduce their inventory by concen- 
trating on the Quaker line exclusively. When you take on 
Quaker Feeds and Flour you identify yourself as the dealer 
who wants to give his customers complete satisfaction, and 
most profitable results. You get both feeds and flour in the 
same car. You get the benefit of Quaker’s strong advertis- 
ing. You get the help of Quaker advertising and selling, 
right in your territory. Write today—a postal card will do. 
THE QUAKER OATS COMPANY, Chicago, U. S. A. 
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WHY CHAIN STORES Eighty per cent of the success 
ARE SUCCESSFUL of the Great Atlantic & Pacific 

Tea Co., largest chain store op- 
erators in the world, is due to management, according to a 
statement made recently by one of the major executives. 
Only 10 per cent was attributed to location of the store, 5 
per cent to system, and 5 per cent to buying power. 

Management, which is so vital to the chain establish- 
ment, should be considered even more important by the in- 
dividual feed store owner who has many more advantages 
of exercising it. An independent dealer is his own boss. He 
owns the store from which he sells his goods; the profits be- 
long to him. He makes his permanent home in the town 
in which he operates, builds lasting acquaintances. His busi- 
ness is associated with his name and personality. 

Chain stores, on the other hand, are required to hand 
pick their men. The manager works for a salary. He has 
no investment in the business. A chain store manager may 
move into town today and leave for another position before 
he has an opportunity to make friends. The power of per- 
sonality is lacking. 

Independent feed dealers enjoy many advantages. If 
they will pay special attention to the management of their 
business they have no reason to lose one wink of sleep wor- 
rying about chain store competition. 

Good management requires, first of all, sufficient operat- 
ing capital. This may be maintained by adopting a cash 
basis policy. Hit or miss credit operation has sent many 
firms to the graveyard. Chain stores know this and sell for 
cash. 

Every feed dealer should know just how much business 
his territory will yield and then work out effective sales 
methods. The needs and demands of the trade should be 
constantly studied and the feed should be maintained so that 
all of the customers’ wants will be satisfied. Handling of 
too many lines of products should be avoided. One or a few 
brands should be concentrated upon and pushed. 

The feed dealer’s name and his business should be sy- 
nonymous. Advertising, personal services, honest, fair deal- 
ing will gain the respect of the community and establish 
him so firmly that a million chain stores will never take 
away his trade. They can never conquer his personality. 

Good management has made the chain store, good man- 
agement among independent dealers will prevent it from in- 
terfering with their business. 


HELP EXPOSE Farmers are swindled out of thousands 
SEED FAKERS of dollars by irresponsible, unknown 

firms which spring up overnight offering 
bargains in seeds, it is reported by the Wisconsin state ag- 
ronomy department. Other states also pay big tolls to this 
“fly-by-night” business. 

Feed dealers who sell seeds have an opportunity of per- 
forming a service to their customers as well as building trade 
for themselves. They can be of unlimited assistance in 
warning the farmers against the firms which make big prom- 
ises about their seeds and demand fabulous prices only to 
disappear without any traces after the purchaser’s money is 
in their pockets. 

Reliable, responsible seed firms, among them the adver- 
tisers in The Feed Bag, are established throughout the coun- 
try. They are working to the best of their ability to supply 
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the farmer with a product that will give him results and 


continue to help him prosper. Seeds sold by these firms are 
tested and sorted in well-equipped laboratories and high 
quality is the main objective. 

The feed dealer should handle the seeds of these reli- 
able firms, and should encourage farmers to buy them. It 
will pay. 

By promoting good seeds the dealer builds a barricade, 
barring the swindler and protects his customers against 
weeds and, in many cases, the loss of a year’s crop which 
results from the purchase of the so called “wonder” varie- 
ties. A timely warning against fakers will be appreciated 
as a service by the farmer. And in performing his construc- 
tive work in behalf of good seeds, the dealer automatically 
builds sales for the reliable products which he handles and 
gains profits for himself. 


PRESS APPROVES Soundness and _ fairness 
CASH BASIS 


of selling 
feeds on a cash basis was recently 
called to ihe attention of farmers by 
the American Agriculturist, one of the leading farm papers 
of the East. Comment on the plan was prompted by a letter 
received from a Vermont feed dealer who informed the pub- 
lication that the feed and grain trade had recognized the 
value of the policy and that he believed it was of mutual 
benefit to rural folks. 

“T believe I am safe in saying,” the dealer wrote, “that 
the grain dealers in this section who went on a strictly cash 
basis of doing business have found it to be a _ successful 
methed and are continuing this form of merchandising from 
what you might call a first price proposition to the follow- 
ing: 

“Special price for cash. 

“A cash discount for large lots of from one to five tons 
or more, charging interest after 30 days. 

“Charging for deliveries where dealers have a delivery 
system. 

“It appears that the old form of merchandising, one 
price for everybody, was becoming obsolete. It seems fair 
to charge the farmer or consumer a price commensurate with 
the service he demands.” 

“The common sense facts expressed in this letter have 
our unqualified approval,’’ the American Agriculturist replied 
in an editorial appearing in a recent issue. “How absolutely 
unfair it is for the farmer, or for anybody else who always 
pays cash, to have to pay the same price as the man who 
never does. In the past, the whole tendency has been to dis- 
courage “cash payments because the man who pays as he 
goes not only pays for his own product but he helps to carry 
the credit charges of the other fellow. 

“The place to buy credit is not at the feed dealer’s any- 
way. It is at the bank. That is what banks are for and al- 
most any bank will loan money to a good farmer if the far- 
mer! will take the trouble to visit the banker and give him 
confidentially all of the facts about his business.” 

Endorsement of the cash basis by the farm press is a 
commendable movement. It will help the feed industry to 
show the rural customer that the operation of business on 
sound, economic principles not only benefits the seller but 
the buyer as well. The cash basis has already attained na- 
tion-wide approval among dealers and it is gratifying to 
know that its value is also recognized by agriculture. 
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2257 lbs. of OATS through 1-16 i 


Using only 1.56 K. W. per 100 lbs. 
A “MIRACLE ACE” HAMMER MILL 


This many pounds of oats were ground in 
| hour on a No. 3, Super MIRACLE ACE 
HAMMER MILL using only 50 h.p. 


Our No. 5, Super MIRACLE ACE direct 
connected to a 75 h.p. motor will do 50% 
more than the No. 3, Super. 


No other hammer mill, at any time or 
any place, ever approached these figures, 
nor can they approach them with their 
present design. 


The MIRACLE ACE HAMMER MILL 


’ has in every test always outground every 
other hammer mill, we will put a MIRACLE ACE in competition with any hammer 
mill. 


The “MIRACLE MOLASSES PROCESS” 


Is revolutionizing the manufacture of sweet feed. This new patented process, pro- 


tected under the Agee patents, the only successful way of handling cold molasses, 
stands all alone, there is nothing like it. 


The MIRACLE MOLASSES PROCESS 
makes sweet feeds much cheaper and 
makes them of better quality than they 
can be made in any other way. 


It is in operation in every feed mill state 
of the union and is making more money 
for its users than they ever made before. 


Let us send one of our demonstrating 
trucks to your place and show you how 
easily we can put molasses in your own 
feeds with this wonderful process. 


Our booklet the “MIRACLE ACE HAMMER MILL” describes this mill, and our ““MIRA- 
CLE SWEET FEED PROCESS” booklet tells you all about the Molasses Process, either 
or both will be sent you on request. 


THE ANGLO AMERICAN MILL COMPANY 


THE WORLD’S LARGEST BUILDERS OF GRAIN GRINDING MACHINERY 
270-300 KENNADAY AVE. OWENSBORO, KY. 
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Central Association Sponsors Meeting 


Of Local Club at Ripon, Wis. 


Speakers Explain Success of Cash Basis Plan, Cost of Doing Business 
Live Discussions Follow Talks; Fond du Lac Picked for Next Gathering 


at Ripon, Wis., August 6, the 

Beaver Dam _ District Dealers 
club proved again that it is the most 
active local organization affiliated with 
the Central Retail Feed association. 

More than 35 dealers, with an absence 
of salesmen and wholesalers worth com- 
menting on, sat down at the tables when 
a good chicken dinner starting the meet- 
ing, was served at the Grand View ho- 
tel. Other dealers arrived for the pro- 
gram followng the dinner and _ practi- 
cally every person present took some 
part in the interesting and helpful dis- 
cussions which were an important part 
of the evening’s activities. 

Nash Welcomes Dealers 

The meeting was called to order by 
©. C. Turner, manager of the Badger 
Farmers Co., Ripon, who had taken 
charge of arrangements and presided as 
chairman. H. O. Nash, Ripon Roller 
Mills Co., Ripon, delivered a short ad- 
dress of welcome, which was followed 
by a round of self introductions by all 
persons present. 

The first guest speaker was D. R. 
Mihills, manager of the National Food 
Co., Fond du Lac, Wis. Mr. Mihills 
prefers to talk about No-Milk calf feed, 
which his firm manufactures, but in this 
instance described how the retail end 
of his business is conducted on a cash 
basis. 


H an enthusiastic meeting 


Mihills Gets the 

“We started selling at 
over two years ago,” he 
that time we decided to operate on a 
strictly cash basis. There are five feed 
dealers in Fond du Lac and competition 
is keen, as our territory is cut off on 
one side by Lake Winnebago. There is 
no question in our minds but what we 
could have a much bigger business than 
we enjoy at present if we extended 
credit; but while our retail business is 
still small, it is steadily increasing and 
we are glad to operate as we do—there 
is a lot of satisfaction in getting the 
money for what you do.” 

Mr. Mihills makes two exceptions to 
a strictly cash policy, and these are both 
in line with what other cash basis deal- 
ers are doing. The milk company at 
Fond du Lac pays the dairymen on the 
20th of each month and the National 
Food Co. makes a practice of accepting 
orders on the milk company in payment 
of feeds. A few customers are also per- 


Cash 
retail a little 
said, “and at 


mitted to give notes in payment for feed 
purchases, but this exception is discour- 
aged as much as possible. Credit losses 
on the retail business of the National 
Food Co. amounted to only $2.75 for 
the year which ended August 1. 

Feed Merchandising Costs 

LeRoy L. LaBudde, LaBudde Feed 
& Grain Co., Milwaukee, who is also 
interested in the Dadmun-LaBudde Co., 
which operates the Square Deal Feed 
stores at North Milwaukee, West Allis 
and Saukville, delivered a very instruc- 
tive talk explaining feed merchandising 
costs. 

“The cost of doing business,” he said. 
“varies with your tonnage. The more 
feed you ‘handle, up to a certain point, 
the lower will be your cost per ton for 
handling. For instance, if you are do- 
ing a feed business of $50,000 per year 
there is no question but what you could 
handle an increase of 20 per cent, or do 
$60,000 worth of business per year with 
a little or practically no increase in 
overhead. Doubling your sales, how- 
ever, would not necessarily mean that 
you would double your profits, for it 
would be necessary for you to increase 
your overhead, carry larger stocks, 
spend more time and money getting the 
additional sales and would probably re- 
sult in your carrying a much larger 
book account. 

Turnover Is Important 

“Assume now that your cost of doing 
business is around 9 per cent and that 
you want to make about 3 per cent on 
your gross sales. This would give you 
a return of anywhere from 6 to 30 per 
cent on your investment, provided, of 
course, that your permanent investment 
is not out of line. In other words, you 
want an average mark up of 12 per cent. 
Articles like bran and dairy feed have 
a much bigger turnover than mash feeds 
or specialties and consequently your 
mark up on mashes and_ specialties 
should be larger and nearer to the per- 
centage that you want to make than 
your mark up on articles that you turn 
9 or 10 times per year.” 

Mr. LaBudde closed his address quot- 
ing from some actual figures of feed 
dealers with whom he is acquainted. 
One potato country dealer, he described. 
dees a well-managed business of $90,000 
per year. His total expenses or his cost 
of doing business is approximately 10 
per cent of his gross sales and his net 
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profit is equal to 2 per cent of his gross 

sales which in turn is equal to about 8 

per cent on his actual money invested. 
40 Per Cent on Investment 

A cash business of about the same 
size has a volume of $86,000 per year. 
The cost of doing business last year 
was equal to 7 per cent of the gross 
sales and the net profit was equal to 4.25 
per cent of the gross sales which in 
turn yielded 40 per cent on the actual 
money invested. The advertising ex- 
penses of this store were $775 last year 
as compared with $56 which the potato 
country dealer spent for the same pur- 
pose. 

A lake shore country dealer did a 
$50,000 business last year, on which his 
costs amounted to 6.5 per cent on his 
gross sales. His profits were equal to 
4 per cent on his gross sales and the 
return on his investment was in excess 
of 50 per cent. A Dodge county dealer, 
doing a business of $125,000, with an 
average book account of $13,000, figures 
that his cost of doing business is almost 
9 per cent of his gross sale. His profits 
are equal to 2.75 per cent of his gross 
sales. i 

Plan Fond du Lac Meeting 

Many questions were asked of Mr. 
LaBudde at the conclusion of his ad- 
dress, and there was considerable dis- 
cussion with respect to kinds and 
amount of advertising which a _ feed 
dealer should do. Short talks were 
made by L. J. Hartzheim, Hartzheim 
Fuel & Feed Co., Beaver Dam, Wis., 
president of the Central Retail Feed as- 
sociation, Colby A. Porter, C. S. Por- 
ter, Fox Lake, Wis., treasurer of the 
association, D. W. McKercher, McKer- 
cher Milling Co., Wisconsin Rapids, 
Wis., a director and David K. Steen- 
bergh, managing editor of The Feed 
Bag, Milwaukee, secretary. 

Mr. Mihills invited the group to hold 
its next meeting at Fond du Lac, and 
his invitation was accepted by acclama- 
tion. He and E. L. Roughan, Helmer 
Milling Co., Fond du Lac, were elected 
to take charge of arrangements for the 
Fond du Lac meeting which it was sug- 
gested be held about the middle of Oc- 
tober. 


A. K. ZINN & CO. warehouse at 
Battle Creek, Mich., was destroyed by 
fire recently. 
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Carefully Sifted for Feed Dealer Consumption 


The squirrel is often tittered at 

And called a nutty creature, 

But we can learn some sense from him 
Although he is no preacher. 


A squirrel will gather his supply 
Of nuts before it’s snowing, 

And sit and dine most heartily 
While winter winds are blowing. 


Feed dealers, too, should gather sales 
Before the cold commences, 

And they'll have dollars rolling in, 
When snow drifts top the fences. 


Don’t mind if others talk aside, 
And tell their friends you’re “squirrely”’ 
While fall is here go out and get 
Your winter orders early. 
Little things trouble us most. We 
can sit on a mountain but not on a tack. 
* 
EXCEPTION TO THE RULE 
Delinquent: “But surely, seeing is be- 
Geving.” 


Feed Dealer: “Not necessarily. I see 


you every day, but I don’t believe 
you're going to pay that bill.” 
CORNHAY WEAKLY NEWS 

A fair will be held in this vicinity 
September 13. A big exhibition of corn 
is expected to be made if the prohibi- 
tion officers don’t break up the doin’s. 

Lem Jones, local feed dealer, has re- 
turned to his home and wife. Lem says 
its just like jumping from the fryin’ 
pan into the fire. 

Constable Bunks shot at a fleeing des- 
perado last Tuesday and disabled the 
town clock. 

“Heh, heh, heh,” says Jud Perkins, 
local farmer. “Them feed prices sure 
has their ups and downs.” 

Ok 
MAN OF LETTERS 

Boss: “Rastus, do you know what A. 
D. on the cornerstone of our new feed 
warehouse means?” 

Rastus: “Ah sure does, boss; it stands 
for ‘All Done.’ ” 

—Penford News 


If you want your dreams to come true 
don’t oversleep. 

* * 
DISHONORABLY DISCHARGED 

Feed Dealer: “Is your father at 
home?” 

Bobby: “No, sir. Daddy hasn’t been 
home since mother caught Santa Claus 
kissing the maid.” 

HARD TIMES 

We are reminded of the Toledo mill 
owner whose son, on his return from 
school, asked: 

“Daddy, how many mills make a 
cent?” 

“Not a dern one, my son, not a dern 
one.” 

—Bagology 
+ 2 
SHAKY PROPOSITION 

First Hunter: “What would you do if 
you saw a bear?” 

Second Hunter: “I’d climb a tree.” 

First Hunter: “But don’t you know 
that bears can climb trees?” 

Second Hunter: “Yes, I know, but my 
tree would shake too hard.” 

* * * 

The only people who ever made 
meney following the horses are the 
teamsters. 


J. C. ELINE, Marengo, 
opened a feed store. 


Ill., has 


The new PYNCH VERTICAL 


new machine. 
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‘THE new Pynch self- 

contained vertical 
batch mixer is low in 
price and very efficient. 
It is designed to cut your 
manufacturing costs and 
improve the quality of 
your feeds. Write today 
for complete details and 
prices of this wonderful 


FEED 


to offer you this 


equipment. 


MIXER 


Never before has there been on the 
market a batch mixer with such sim- 
plicity, ease of operation, large capac- 
ity and low price as the new PYNCH 
VERTICAL. We are proud to be able 


excellent machine at 


an attractive figure. 


In addition to our new and entirely 
different vertical batch mixer, we offer 
a full line of elevator and feed mill 
You are invited to take 
advantage of our complete service. 


THE E. A. 


PYNCH CO. 


MINNEAPOLIS, MINN. 
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Fed on Stored Feed—Weight, 9 ounces. 


Fed on Fresh Feed—Weight, 15% ounces. 


Fresh Feeds Produce Greater Gains 
Than Long Stored Rations 


Vitamin A Content Depreciates With Age, Special Experiment Reveals 
Chicks Fed on Newly Mixed Formula Outgrow Flock Consuming Old Mash 


By M. F. Brobst 


Member Editorial Staff, The Feed Bag 


TORED feeds do not produce gains 
S in weight equal to those obtained 

from fresh feeds. This discovery 
was made as the result of an experiment 
prompted by A. G. Seaman, feed mer- 
chant at Delancy, N. Y., when he point- 
ed to a pile of feed in his warehouse and 
asked the question: 

“Will that chick starter mash be all 
right to use next spring? There are 55 
sacks and you can see that it is piled 
in good shape and will keep nice and 
dry.” 

Hard Question to Answer 

The question was simple enough, but 
not very easy to answer. The feed 
could not mould because he had eight 
by eight timbers with boards laid across 
beneath the pile and the sacks were not 
piled against the wall at the back. It 
was ideally stored, but, nevertheless, it 
was believed that the feed would not 
be as good as fresh feed. 

“But why not,’ Mr. Seaman insisted. 
“It is stored properly and it cannot get 
wet or spoil. Besides, I understand 
that cod liver oil does not lose its 
strength when it is stored in the feed.” 

It was pretty hard to defend an idea 
that could not be proven by facts. We 
had to admit to Mr. Seaman that we 
could not tell him the reason why we 
“felt” fresh feed was best. But we did 
promise to find out and this article is 
the answer to his question: 

The first thing done was to search 
everywhere to find out whether any- 
thing had been published on the subject. 
Our search revealed nothing. We 
studied vitamins and all that sort of 


thing but we could find nothing that 
would help us answer our question. 

Several months passed and nothing 
could ‘be found to support the “feeling” 
that fresh feeds were better than stored 
feeds, so it was decided to conduct an 
experiment to determine whether or not 
any difference existed. Mr. Seaman’s 
question had originally been put to a 
representative of the Ladish Milling Co., 
Milwaukee, and the writer, who was 
then associated with that firm, was 
placed in charge of the experiment. 

Two sacks of chick starter mash were 
prepared and stored in an ideal place, 
away from rats or mice and free from 
sources of moisture which might get in 
through the walls or floor. An addi- 
tional precaution was taken by inserting 
each sack of starter mash into two 
burlap sacks. These two sacks of 
starter mash remained stored in this 
manner for one year. At the end of 
that time the feed seemed to be in just 
as good condition as when it w4s stored. 

Competitive Test Started 

The year being up, it was time to 
start the test. Fresh feed of the same 
identical formula was prepared. Chicks 
were purchased to put on a competitive 
test from a commercial hatchery in 
Milwaukee and were all of the same 
age, breed and hatch. They were picked 
at random and nothing but thrifty, heal- 
thy chicks used in any pens. Four 
groups of chicks were started. Two 
pens were fed on the stored feed and 
two pens were fed ori the fresh feed. 
The same conditions were provided for 
all four pens. 
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The only drink supplied was fresh 
water. The starter mash itself had suf- 
ficient dried milk in it to compensate 
for the lack of whole milk in the form 
of drink. 

Progress of Experiment 

It is necessary at this point to explain 
that the feed which was used was a 
complete feed. It is what is referred 
to by many feeders and dealers as an 
“all-mash” starter. No other feed was 
given except this mixture. No scratch 
grains, no grit, no green stuff. The 
chicks were fed in confinement away 
from direct sunlight. Storage brooders, 
which used electric heat, were used. 

There was no apparent difference be- 
tween them at the end of one week. 
Contrary to our expectations none of 
the chicks on the old feed died. All 
pens seemed to be about equal as to 
thrift and health. There was a slight 
difference in the weight in favor of the 
fresh feed lots at the end of the first 
week, but not enough to amount to 
anything. 

At the end of the second week none 
had died and everything seemed to be 
about tied except that there was a still 
greater difference in weight in favor of 
the fresh feed pens. 

The third week made the story still 
more convincing. The fourth showed 
even greater gains for the fresh feed 
pens. The stored feed pens were al- 
most standing still. None of them died 
and none of them was sick or out of 
condition in any way. At the end of 
the fifth week the difference was still 
more marked. At the end of the sixth 
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E. S. 
Woodworth 
& Co. 


MINNEAPOLIS, MINN. 


Offer a complete 
line of 


Millfeeds 


Oil ana Cotton 


Seed Meals 


either straight 
or mixed 


cars 

Large warehouse facili- 
ties and complete 
stocks insure prompt 

shipment. 


Grain 
We offer: 
Oats, 
Corn, 
Rye, 


Barley 
and Chicken Wheat 


Write, wire or phone 
ATLANTIC 4593 
FOR PRICES 


Try Us. 


You will like our service 
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week our final observations were taken. 

The average weight of the chicks on 
the fresh feed was 15% ounces. The 
average weight of the chicks fed on 
storage feed was 9 ounces. The close 
confinement was responsible for smaller 
gains in all the pens, but there was no 
advantage to either on this account. 
Typical specimens from each group are 
pictured on the preceding page. 

Post Mortem Examination 

There is much to be said about these 
results and a lot of questions can be 
asked. We found that the chicks on 
the old feed did not grow as fast but 
otherwise they seemed to be the same. 
How do we account for this condition? 


1 


the mill. 


Hammer Mill No. 3. 
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Send me free information on 
the new and improved Rowell 


A post mortem examination and dis- 
section of the bones proved that the de- 
gree of perfection in bone formation of 
the birds in all groups was as nearly 
equal between groups as within each 
group. This shows that the ricket pre- 
venting factor had not been lost in stor- 
ing the feed. During the last weeks 
there was, of course, less feed consumed 
by the birds on the stored feed on ac- 
count of their being smaller. 

It is necessary to take into considera- 
tion some of the facts that have been 
proved by scientists before we attempt 
to explain what happened to the feed 
which was stored. Dr. E. B. Hart, of 


(Continued on Page Thirty-five) 


Rowell Hammer Mill 
No. 3 with direct con- 
nected electric motor. 


More Profit with the New and 
Improved Rowell Hammer Mill! 


A money-maker for the Custom Miller for TEN good reasons: 


- Reasonable in first cost. 

2. Requires !ess attention. 

3. Is not dulled because of friction by running empty. 
Foreign material in the feed will not ordinarily injure 


4 
5. There is a greater range of fineness. 
6. Replacements are fewer. 
7. Wear does not impair its efficiency. 
8. It produces a satisfactory product without heating or 
discoloring the grain. 
9. Blower on Main shaft eliminates Belt and Bearing 
trouble found on other mills. 
10. Farmers are demanding Hammer Mill Grinding. 


Capacity 90 to 175 bushels per hour with % inch screen. 
Equipment most complete, including one or two-spout 
bagger. Cuts the labor cost in two. Write for interesting 
folder on how to ‘“‘Cash in on the Daily Grind’. It tells 
what you want to know. Write today. 


THE |. B. ROWELL CO. 
1316 Lincoln Ave. 
Waukesha, Wisconsin 
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Low Protein Content Recommended 


For Dairy Ration 


Cows on Pasture Should Be Fed According to Condition of Grass 
Mineral Feeds, Stock Tonics and Abortion Discussed by Expert 


By Prof. Earl Weaver 


Final Installment of Address at French Lick Convention 


HERE is another new idea on 
this question of feeding dairy 
cows. It is the idea that the per- 
centage of protein in rations need not 
be so high as we used to recommend. 
The use of sufficient protein or the right 
sort is imperative. Liberal quantities of 
well blended proteins in the dairy ration 
have a stimulating effect upon milk 
yields, resulting in high production rec- 
ords. 

Investigational work in Massachusetts 
and at Ohio rather leads to the con- 
clusion that our recommendations for 
protein percentages have been too high. 
Now, we recognize that our recommen- 
dations have not been universally 
adopted. There are more cows today 
that are underfed on protein than are 
being overfed. So possibly we should 
set our aim high in order that more 
feeders will attain the reasonable point 
but I believe our unconscious, rather 
automatic ideas on 16, 20, 24 per cent 
dairy rations are rather too high. I 
believe a good 14 per cent protein con- 
centrate ration is satisfactory for use 
with a legume hay. Furthermore, it 
seems unnecessary to recommend a 24 
per cent ration for non-legume hay. A 
20 per cent ration is enough. 

In pasture feeding when the grass is 
succulent and abundant a 14 per cent 
ration is high enough. As the season 
progresses and the grass dries, its per- 
centage of protein is greatly reduced. 
Then the concentrate mixture that sup- 
plements the dried pasture grass must 
carry more protein, about 20 per cent. 

Minerals in Dairy Rations 

Mineral feeding is a most perplexing 
question for dairymen. The dairy cow 
has enormous demands for minerals. 
She not only requires them for her own 
skeleton and other bodily activities and 
for fetal nourishment but milk produc- 
tion entails a marked drain upon her 
supply of these elements. 

Poultry, swine, and steer feeders have 
demonstrated the high value of supple- 
mental minerals in the ration. Every- 
one recognizes that common salt is es- 
sential. However, aside from certain 
areas in Texas, Minnesota and Wiscon- 
sin where the soil is extremely deficient 
in phosphorus and where phosphorus 
feeding is imperative, and in goitrous 


regions where the use of iodine is nec- 
essary it has never been definitely dem- 
onstrated that mineral feeding would 
improve the reasonably good dairy ra- 
tions common on farms. 

The Abortion Problem 

As I see it, there are three possible 
causes of abortion. One is infection, 
the other is accident or injury and the 
last is inadequate nutrition. The first 
of these is undoubtedly the major cause 
of abortion. Abortions resulting from 
injury are quite infrequent. The third 
cause [ have suggested provokes con- 
troversy among practical and scientific 
men. 

At the University of Wisconsin, abor- 
tions have been induced by feeding cer- 
tain restricted rations, notably those 
made up entirely of wheat feeds. At 
the same station a ration of marsh timo- 
thy hay caused abortion which could be 
prevented by using two per cent meal 
in the grain mixture. But it must be 
recognized that these rations were ex- 
treme. The farmers who would employ 
such deficient rations for long periods 
are exceedingly few for their cows 
would be given access to various good 
feeds including pasture. 

Nutritional disturbances are not al- 
ways due to a lack of minerals. Maybe 
it is caused by insufficient or inadequate 
proteins or by lack of proper vitamins. 
We should repeat that mineral supple- 
ments will not prevent nor cure infec- 
tious abortion; also most abortions are 
of an infectious nature. 

The dairyman with abortion in his 
herd had better employ the agglutina- 
tion test to detect the cows infected with 
Bang’s bacillus. Then he should iso- 
late or sell the infected cows, raise his 
young heifers on uninfected premises 
and employ rigid sanitation and disin- 
fecting with aborting cows. Also he 
must exercise extreme caution to avoid 
the introduction of the infection when 
new animals are added to his herd. 

Stock Tonics and Cure-alls 

There are a vast number of stock 
tonics available on the market. ‘They 
are not a new idea but they have a new 
impetus nowadays for various reasons. 
The tonics are widely advertised and 
are said by the manufacturers to pos- 
sess enormous virtue in curing ailments 
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of cows. They are sold as cures and 
preventatives for abortion, garget, re- 
duced vitality, retained placenta and 
nearly all ailments. 

There can be little question that cer- 
tain of these preparations are grossly 
misused. Further a dairyman takes “a 
leap in the dark” when he employs a 
tonic. We can not say that no tonic 
is of value, for under certain conditions 
it might have certain components that 
are valuable. We would say that the 
man who uses them takes a long chance 
particularly when he expects results in 
abortion troubles and other difficulties, 
remedies for which have not been de- 
termined. 

Importance of Vitamins 

How important are the vitamins in 
dairy rations? It is known that all ani- 
mals must have vitamin A in their ra- 
tions but it is almost impossible to de- 
vise an otherwise satisfactory ration for 
cattle that does not carry a sufficient 
quantity of this vitamin to meet the 
needs of the animals. So vitamin A 
does not need to receive much concern 
in feeding cows. Likewise vitamin B 
is not a serious matter. Cattle are not 
known to exhibit any symptoms of beri- 
beri or pellagra. Cattle do not need 
vitamin C for they are not susceptible 
to scurvy. 

Vitamin D, involved in mineral as- 
similation, is important. When the vi- 
tamin is supplied in green grass (an 
abundant source) or in properly cured 
and sunned hay it is effective for cows. 
However, the vitamin D in cod liver 
oil is thought not to be of value to 
cows, strange as this may seem. These 
results are reported from the Wisconsin 
station. The same report indicatcs also 
that in good rations otherwise, calves 
show no benefit from the addition of 
cod liver oil. In practice, however, the: 
use of cod liver oil has proved bene- 
ficial to calves. This failure of cod 
liver oil to improve the ration for cows 
is in contradiction to the very bene- 
ficial results that accrue from its use 
with poultry, swine, and such experi- 
mental animals as the dog. More work 
on the question is needed. 

In this connection the possibility of 
irradiating livestock feeds to increase 


(Continued on Page Thirty-seven) 
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old Medal sounds the HUNGRY MEN, longing for food 


and rest . . . cattle lowing on 


sweetest note ar feeding time a thousand hillsides . . . noisy 


denizens of the poultry yard... 
clucking in restless activity . . . hogs wallowing in barnyard pools . . . Gold Medal is fraught with meaning to 
a hungry world at feeding time. ( Wherever the dinner bell rings, Gold Medal plays its part . .. wherever food 
or feed is sold it is a symbol of wholesomeness . .. Gold Medal “Kitchen-tested” flour and Gold Medal “Farm-tested” 
feeds are known the world over. The dealer who handles Gold Medal Products is accepted as one who gives the 


utmost in quality and value. The Gold Medal sign identifies him. ( It pays to be a Gold Medal dealer. There’s 
profit in the advertising help and merchandis- 


ing service behind Gold Medal Feeds... and 
in the part Gold Medal plays at feeding time . . 


there’s prestige. € If you want to know LD M DAL Fe 


the World’s Greatest Milling Company sup- why not now? 


ports its dealers .. . write for the facts —today. “Farm Tested” © G. M. Ine. 
WASHBURN CROSBY COMPANY MINNEAPOLIS KANSAS CITY BUFFALO 
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Select Your Patrons 
Watch Credits 
Build Sate Surplus 


Advises Manager 


DEALER who wishes to succeed 
in the feed business must pos- 
sess an eye for profits and keep 
a handsome surplus on hand. O. C. 
Turner, quiet, unassuming manager of 
the Badger Farmers Co., Ripon, Wis., 
has adopted this principle and the finan- 
cial statement at the end of each 


year 
attests to its soundness. 
Profit Vs. Tonnage 
“It doesn’t matter,” he said, “how 


many tons of feed you sell. You must 
show a profit and you should set aside 
a percentage of this as a surplus to tide 
you over hard times and to give you the 
money to expand and make improve- 
ments if business warrants it.” 

Mr. Turner has practiced what he 
preaches. The Badger Farmers Co., 
with its combined departments, does an 
annual business of more than $100,000. 
It makes a handsome profit, 25 per cent 
of which is placed in a surplus fund. In 
addition, a 5 per cent dividend on the 
capital stock is declared every year. The 
company is making the last payments 
on a large elevator which was purchased 
several years ago and which greatly in- 
creased its capacity for operation. Soon 
this indebtedness will be wiped out, a 
good surplus will still be on hand and 
the stockholders’ dividends will be more 
pleasing than ever. 


War on Bad Accounts 

Poor handling cf credit is the greatest 
barrier to the successful management of 
a feed business, according to Mr. Tur- 
ner. He has declared war on bad ac- 
counts and has set his foot down firm- 
ly on the slow pay and dead-beat farm- 
ers. 

Several days before we visited Mr. 
Turner at his busy quarters, a customer 
who had been using his charge account 
too frequently desired to load up several 
tons of feed with the intention of pay- 
ing for it when a good break of fortune 
favored him. He had not made an hon- 
est effort to wipe away his already ap- 
palling book account. 

“Well, Joe,” said Mr. Turner to the 
farmer. “This is a business proposi- 
tion between you and me. We can’t 
sell you any more feed on account. We 
must draw the line. If everyone let 
their bills run as long as you did, you 
can see that we wouldn't be taking in 


any money and we'd soon go broke. We 
can't help it. We must turn you down 
until you make some payments on your 
back account.” 

The farmer departed, somewhat of- 
fended but thinking deeply. Mr. Tur- 
ner had appealed to his common sense. 
Some day he hopes to regain him as a 
customer but when that time comes, he 
believes, the man will pay for what he 
buys. If he not, the company is 
not anxious renew trade relations 
with him. 

“Watch out for bad accounts,” 
Turner warns his fellow dealers. 
you don't, they'li strangle you.” 

Favors Cash Basis 

Gradual elimination of slow-pay cus- 
tomers by the company is the foremath 
of changing to a cash basis. When the 
undesirable patrons are weeded out, Mr. 
Turner believes it will be easy to an- 
nounce a non-credit policy without any 
objection from the trade. It will simply 
mean the acknowledgment of a system 
that has already been developed. 

The Badger Farmers has more 
than 130 stockholders among the rural 
trade. It is a problem to keep all of the 
interested members satisfied, but excel- 
lent results have been obtained in fol- 
lowing the policy of placing service to 
the customer foremost in all dealings. 
Mr. Turner, as manager, makes every 
effort to please the persons who pur- 
chase their needs from the firm and help 
them make more profits by proper feed- 


does 
to 


Mr. 


Co. 


ing whenever an occasion arises. He 
sells a complete line of commercial feed 
and whenever he has an opportunity 


demcnstrates the value of the feed by 
actual results. He has won many cus- 
tomers by showing them what his brand 
will do in actual feeding tests. 

One morning a farmer called at the 
store. Mr. Turner explained the merits 
of his line of feed to the man and en- 
couraged him to buy a ton of it. 

“Well,” replied the farmer, “I’m using 
a feed now that’s giving me pretty good 
results. I don’t why I 
change.” 


see should 

Many dealers would have ended their 
sales talk at this point and surrendered 
in dismay. But Mr. Turner advanced 
further with his proposition. Before 
the farmer left he had persuaded him to 
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divide his flock of chickens into two lots 
and to determine by actual test which 
feed produced the best results at the 
lowest cost. Turner’s brand won, and 
the man has been a steady customer, 
buying in large volume from the com- 
pany, ever since. 

Badger Farmers Co. representatives 
make occasional trips into the territory 
surrounding Ripon and drum up addi- 
tional trade. Two trucks are operated 
by the firm and delivery is made to 
farmers for 25 cents a mile. 

Operates Grocery Store 

In addition to its flourishing feed busi- 
ness, the Badger Farmers Co. sells flour 
and coal, operates a grain elevator, feed 
grinding establishment and a chain gro- 
cery store. Buildings owned by the firm 
stretch over an entire block and ample 
facilities are available to accommodate 
the continued expansion which the com- 
pany promises to make. 

A Sprout Waldron 24-inch grinder 
hums busily during the day. turning out 
grist for the numerous customers. Ten 
cents a hundred is the charge made for 
this service, which pays for itself and 
returns a fair margin of profit. 

The grocery store operated by the 
company is located in the center of the 
group of buildings. It is a unit of the 
Red and White’ chain established 
throughout the state by an Oshkosh 
wholesale grocery house. This depart- 
ment has proved a boon to the feed 
trade, for any customers who purchase 
groceries are incidentally attracted to 
the displays of dairy, hog and poultry 
rations. Many additional sales result 

(Continued on Page Thirty-eight) 
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O. C. Turner, manager of the Badger ; 
Farmers Co., right, and Otto Schalow, left, e 
in charge of the grocery store, are shown 
above. Below is a section of the firm’s large 
outlay of buildings. 


SELLING THE FARM MarKET 


THE PROGRESSIVE FIRMS ARE HELPING YOU MAKE MORE SALES 


TO FARM PEOPLE IN WISCONSIN THROUGH CONSISTENT 
ADVERTISING IN 


WISCONSIN AGRICULTURIST and FARMER 


HROUGH Wisconsin Agriculturist and Farmer—formed by recent . 
consolidation of The Wisconsin Agriculturist and Wisconsin Farmer — 


prominent manufacturers, are by their advertising, reaching the Wisconsin 
farm market and increasing sales of their products. 


This advertising is the most effective co-operation manufacturers can of- 
fer to their distributors and salesmen. 


Wisconsin Agriculturist and Farmer reaches more than four out of every 


five Wisconsin farm homes. It is read in those homes, and it has the confidence 
of the readers. 


Below is a list of well-known feed companies who are using space in our 
columns in September. They are telling Wisconsin farm people—your customers— 


about their products and helping their Wisconsin dealers and salesmen increase 
sales. 


Arcady Farms Milling Company 
(Stock & Poultry Feeds) 


Bowman Dairy Company 
(Bowman’s Dry Skim Milk) 


Corn Products Refining Company 
(Diamond Corn Gluten Meal) 


Gulf Crushing Company 
(Reef Brand Oyster Shell) 


Moorman Mfg. Company 
(Moorman Minerals) 


Ralston Purina Company 
(Stock & Poultry Feeds) 


International Sugar Feed Co. 
(Stock & Poultry Feeds) 


Quaker Oats Company 
(Quaker Ful-O-Pep Egg Mash) 


WISCONSIN 


and FARMER 


“The Only We Weekly Farm Paper Owned, Edited and Published in Wisconsin 
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Cattle Exhibitors at Wisconsin Fair 


Tell How Winners Are Fed 


Commercial Rations Used by Many Owners to Develop Prize Animals 
Beet Pulp, Manufactured Horse Feed Found Effective for Conditioning 


OW are the champions fed? 

What are the rations of the 

kings and queens of the animal 
world which proudly marched in parade 
before the huge crowds at the Wiscon- 
sin state fair? 

Their sleek coats glistened in the sun. 
Owners fairly beamed with satisfaction 
as their favorites displayed the blue rib- 
bons and it was with pride that a num- 
ber of the exhibitors related the meth- 
ods they use in feeding to obtain the 
excellent condition of health and growth 
demonstrated in the show ring. Of 
course there is much to be said of care- 
ful selection and breeding, of painstak- 
ing management, kindness and shrewd- 
ness of the master of the herd, but 
proper feeding above all must be prac- 
ticed in order to obtain perfection. 

Endorses Liberal Feeding 

“It’s a great game,” said William 
Boese, an exhibitor of prize winners and 
manager of Jefferson county Guernsey 
show herd. “To me the important part 
of feeding is to see that they get their 
‘fill’. In the show ring the iudge awards 
the prizes to those animals having their 
‘spring of ribs’ well filled out. Most of 
the exhibitors on the show ring cir- 
cuits use beet pulp as the base for an 
appetizer and to increase the feeding ca- 
pacity of the animals.” 

Mr. Boese said that a mixture of 
ground corn, ground oats, ground bar- 
ley and linseed meal is the most com- 
mon ration fed to show cattle. Com- 
mercial rations are very good for pro- 
duction purposes and feeding for milk, 
according to this well-known breeder, 
and many of the people in his commu- 
nity use them with good results. But 
as a rule he prefers home mixed rations 
for the show herd. 

Lucy W’s King Cecil No. 118998, 
three year old grand champion guern- 
sey bull at the Mississippi valley fair, 
and winner of first prize in his class 
at the Wisconsin state fair, is owned by 
Harry and Walter Becker, Fort Atkin- 
son, Wis. The feeder of this remark- 
able herd sire said that the ration he 
received is 3% lbs. twice daily of the 
following grain mixture: 200 Ibs. 
ground corn, 200 Ibs. ground oats, 100 
Ibs. wheat bran, 100 Ibs. linseed meal, 
and 10 lbs. salt. In addition, King Ce- 
cil gets five pounds of dried beet pulp 
and all the mixed hay he will eat daily. 

A. C. Oosterhuis, Oconomowoc, Wis., 


the owner of the four-year-old Holstein 
cow, Hoesley Fobes Homestead, win- 
ner of first prize at the Wisconsin state 
fair, says he feeds his show herd a 
home mixed ration. This ration con- 
sists of yellow hominy, ground oats, 
bran, linseed meal and salt. He also 
feeds beet pulp to his show herd. At 
home, for the milking herd, dried brew- 
ers grains are also used in the mix- 
ture. 

Thirteen first prizes were won at the 
Wisconsin state fair by the Adam Seitz 
herd of Ayrshires. Robert Seitz, 18, 
son of the owner of the herd and eight 
years a 4-H club boy, has been an offi- 
cial showman for the herd for two 
years. He states that their eight year 
old cow Cavalier’s Bobby Vernon was 
senior and grand champion at the Wis- 
consin state fair and 10 other fairs this 
year. They have been showing ever 
since June. Their herd is in fine con- 
dition and is being fed on a ration con- 
sisting of crimped oats, hominy feed, a 
commercial horse and mule feed con- 
taining molasses, and wheat bran. Beet 
pulp is also used for the show herd 
while they are on the circuit only. 

For dairy cows on production, Mr. 
Seitz feeds a well-known 24 per cent 
ration with which he mixes his home- 
grown grains. His herd does not re- 
ceive beet pulp as regular portion of 
the ration on the farm. 

Advertised Lines Favored 

Don Brace, H. A. Brace & Sons, 
Lone Rock, Wis., an exhibitor of prize- 
winning Holstein-Fresians, recommends 
a 24 per cent dairy ration sold by J. 
J. Pollard, local dealer, Lone Rock. 

“Cold Spring Emogene Ormsby, our 
senior champion cow, gets this ration 
mixed with home-grown grains,” said 
Mr. Brace. “Of course, we feed beet 
pulp and mixed hay on the show cir- 
cuit, but at home alfalfa hay and clover 
take the place of the beet pulp. When 
on the show circuit cows stand it bet- 
ter and keep a better ‘fill’ with beet 
pulp and mixed hay for roughage.” 

Nellies Golden Dear, a prize winning 
Jersey, receives a widely advertised 24 
per cent dairy feed as a principal part 
of her ration at her home at the Oak- 
lands, Ann Arbor, Mich. 

J. J. Williams, Brandon, Wis., the 
owner of Glory Marine, three-year-old 
first prize Jersey cow, is a great believer 
in commercial feeds. On the show cir- 
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cuit he feeds a 24 per cent dairy feed 
purchased from his local dealer and 
with it feeds a commercial horse and 
mule feed with molasses. 

Commercial Horse Feeds 

Feeding of commercial horse feeds to 
show cattle and also to cows and calves 
on the farm, was reported by a sur- 
prisingly large number of exhibitors. 
Beef cattle and dairy cattle exhibitors 
alike seem to have a great liking for 
this type of feed as part of the ration. 

Domino Lad 210, senior and grand 
champion Hereford bull, owned by J. 
C. Robinson, Evansville, Wis., receives 
a grain ration composed of bran, oats, 
corn, linseed meal and molasses. Dom- 
ino Las 213, senior and grand champion 
Hereford cow, also bred by Mr. Rob- 
inson, is fed in the same manner as 
Domino Lad. Mr. Robinson says that 
they have used commercial beef cattle 
ration with very good success. He pre- 
fers to use his home mixed ration as a 
usual thing because a good share of this 
ration is grown on their farm. 

Mather Bros., Mason City, Ill., cap- 
tured the (beef) Shorthorn senior and 
grand champion prize with the entry of 
their herd sire. It was just feeding time 
when Mr. Mather was asked about their 
methods of feeding. This was another 
variation from the usual when regular 
rolled oats were being used in quite 
large percentages. The ration consisted 
of molasses, rolled oats (not crimped, 
but regular hulled rolled oats), corn 
and bran. 

Girl Feeds Skimmilk 

Another exhibitor was pretty Arvilla 
Boese, 20, Fort Atkinson, Wis., winner 
of the blue ribbon in the senior Guern- 
sey calf entry. She also took fourth 
place in open competition, the blue rib- 
bon having been won in the boys’ and 
girls’ club class. Miss Arvilla has been 
an active 4-H club girl for nine years. 

Blanco’s Irene’s Effie, Miss Boese’s 
calf, was grown and fitted for showing 
on the following ration: one pound 
night and morning of equal parts of 
ground corn, ground oats and bran. To 
this is added one-third to one-half 
pound of linseed meal daily. For 
roughage Arvilla feeds three and one- 
half to four pounds of choice alfalfa hay 
and one pound of dried beet pulp. Be- 
sides all the water Effie wants to drink 
all the time, she receives five quarts of 
skimmilk night and morning. 
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A PROMISE MADE .... 
PROMISE KEPT 


Many years ago we made the promise of unchanging 
quality—stating in simple terms a policy that has 
always been in operation in the manufacture of 
Larro Feeds. 


We made this pledge to our customers for two reasons 
—we knew it to be correct and we knew we could 
keep the promise. 


When a dairyman or poultryman has used a feed with 
success, he has a right to expect exactly the same feed 
whenever he asks for it by name. Users of Larro Feeds 
know that Larro formulas do not vary—In spite of 


the natural variation in chemical analysis and texture 
of various ingredients, the special machinery used in 
the Larro Mill enables us to make Larro Feeds so that 
they are always the same in chemical analysis, texture 
and feeding results. 


The great LARRO RESEARCH FARM is constantly 
studying the problems of animal nutrition— ever at 
work proving feeds of all kinds—testing new ideas 
—abreast of every new feeding theory and practice. 
Some day even Larro formulas may be improved. If 
better feeds can be made, they will bear the Larro 
name — until then, Larro Feeds will not change. 


LARROWE MILLING COMPANY, DETROIT, MICHIGAN 


Are 


FEEDS THAT DO NOT VARY 


DAIRY, POULTRY AND HOGS 
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| QUALITY OF 
LARRO FEEDS WILL \\ 
NEVERBELOWEREDSO /\ 
LONG AS LARRO IS MADE. 
, NO MATTER WHAT CHANGES \ 
TAKEPLACEINTHEPRICE 
OF INGREDIENTS, LARRO 
FEEDS WILL ALWAYS 
( \ REMAIN THE SAME AY 
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File for Formulas Enables Mixer To 


Produce Uniform Feeds 


System Illustrated Herewith Provides Means of Keeping Records 
Cost of Mixture, Analysis of Ingredients May Be Readily Listed 


N any number of small feed plants 
I and mills a good deal of confusion 

results from formulas which are im- 
properly kept or filed. Nor is this con- 
fusion alone to be contended with, for 
nothing will spoil the reputation of your 
feeds as quickly as will the turning out 
of batches which are not uniform. 

The method or system which is des- 
cribed in this article is simple in the ex- 
treme, yet gives practically all the infor- 
mation which the small mixer requires. 

Simple Record Sheets 

The form which shown in the 
sketch is on letter-sized paper and may 
be either made up by your local printer, 
or better still, turned out on a duplicat- 
ing machine, if you are fortunate enough 
to have one of these little time and 
money savers. 

In practice, we fill these sheets out in 
duplicate. The original goes to the man 
who is responsible for the mixing and 
the carbon copy is retained for office 
use. The name of the mixture is simply 
written in at the top, the formula down 
the one side and the Weights totaled up 
below. The cost price per hundred, or 
per unit, is filled in and the different 
items extended into the money column. 

Figuring Chemical Analysis 

Very few of us are in a position to 
hire a chemist for the purpose of ascer- 
taining the protein, fat and fibre content 
of the different feeds which we make or 
which we may wish to turn out. It is, 
of course, these an- 
and in fact 


is 


possible to have 
an outside firm 
is usually necessary in order to 
with the state requirements. 
Still, for our own information and for 
formulas which we may be 
working we find the filling in of the last 
few columns a great help. 

There are a number of books which 
you can secure, or one which you may 
already have, which give the protein, fat 
and fibre content of the different feeds 
and concentrates which you are using in 
Armed with of 
these books, and using it as a guide, fill 
in the analysis of the different items. It 
will be well to use an average figure 
for this purpose. The totals of the dif- 
ferent items are then extended into the 
last set of columns. 

By dividing the total number of 
pounds in the batch into the total pro- 
tein as we have done on the sketched 
sheet a very close estimate of the pro- 


alyzed by 
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comply 
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tein content of the mixture is secured, 
while the same method will give that of 
fat and fiber. 

The number of hundredweight divided 
into the total cost, will, of course, give 
the total cost per hundred. To this 
figure the other items which should be 
taken into consideration in determining 
your selling price must be added. 

We keep our office copies of priced 
and extended formulas in a loose leaf 
binder which we use expressly for that 
purpose. All those sheets in connection 
with our 17 per cent dairy feed, for ex- 
ample, are kept pasted together, the lat- 
est one, in case there should have been 
any changes, on top. 


Quick Reference Possible 


Any correspondence which we 
have had in connection with this partic- 


ular mixture, any analysis made, or the 


may 


registration numbers, are pasted on the 
back of the sheets. 
instantly secure any desired information 
in connection with the formula. 

Index tabs on the top of each lot of 
sheets enable us to quickly refer to any 
mixture. 

As changes in prices may warrant it 
the formulas are gone through and re- 
priced and re-extended in order that we 
may be certain our selling price is still 
sufficiently high to yield us our usual 
margin of profit. 

The mill copies are simply kept on a 
clip file in the mill office. Old formulas 


In this way we can 
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are taken off and destroyed whenever it 
is necessary for any reason to change a 
mixture. 

A system such as this has a number 
of points in its favor, not the least of 
which is the ease with which it may be 
kept up to date. 


JOHN MANAHAN Fuel & Feed 
Co., Chatfield, Minn., has purchased the 
feed store of William Baird. 


FOLK BROS., Bradford, Ia., has 
purchased the feed mill of L. G. Cooper, 
Sheffield, Ia. 


OPEN FORMULA BILL KILLED 

Bill 630-A, which was introduced in 
the assembly of the Wisconsin 
ture several months ago, came 
vote August 2, at which time it was 
definitely killed. There was no discus- 
sion and a unanimous ballot killing the 
bill was passed by acclamation. 

Bill 636-A proposed an amendment to 
the statutes which 
have required that all commercial feed 
and feed ingredients sold in the state 
be labeled with the percentages of the 
various ingredients contained in each 
shipment and sack. Objections to pas- 
sage of the bill were made by farmers, 
feeders, dealers and feed manufacturers 
on the basis that no chemical or micro- 
scopic tests have been devised which 
make its enforcement possible. 


legisia- 
up for 


Wisconsin would 


would 
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THIS IS TRUE 


Jersey Lily has been a 
steady, persistent seller 
for over 40 years. 


BECAUSE 


Jersey Lily sells ata 
profit. Sells Rapidly — 
Repeats. 


The same dealers in in- 
creasing number have sold 
Jersey Lily year after year. 


Satisfies the Home Baker. 
Always dependable. 


We are increasing our business every year and 
we can help you increase yours with Jersey Lily. 


Mixed cars are available of---Jersey Lily 
Flour---All Wheat Feeds---Commercial Feeds. 


Write or wire your requirements. 


EMPIRE MILLING CO. 


OFFICE AT 


‘MINNEAPOLIS, MINN. 
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Dealer Explains How He Developed 
Feed Department From Zero 


Others Describe Success Obtained with Special Advertising Methods 
Sales Ideas Gathered from Many Corners for Readers of The Feed Bag 


OW can a feed business be built 
H starting at zero? What is an ef- 

fective method of impressing the 
dealer’s telephone number upon his pa- 
trons? Can regular price lists be used 
with success for promotional advertis- 
ing? 

The Feed Bag has obtained exper- 
iences of dealers in various sections of 
the country on these problems. 

Oyster Shells Attract Trade 

The Gateway Transfer & 
Coal Co., Loveland, Colo., two 
years ago organized a feed de- 
partment, starting at zero and 
in two years built it up to ex- 
ceed more than one-third of 
the total sales volume obtained 
by the firm. 

“A carload of oyster shells,” 
said the proprietor, “helped us 
to introduce our feed division. 
We advertised that we would 
give 25 cents worth of the 


shells free with every 100 
pounds of laying mash _ pur- 
chased. The offer influenced 


dozens of poultry keepers to 
place their first order with us. 


“After we introduced our 
feed department we followed 
up with consistent advertis- 


ing in the newspapers. When 


farmers called at our place of business” 


for our other goods we also talked feeds 
to them and emphasized the extra pro- 
fits they could make from their poultry 
by using our brands. 

“We always consider the problems of 
our customers as our own difficulties. 
When they report feeding troubles to us 
we always do our best to help them. 
Whenever it is possible we enlist the 
aid of the feed manufacturers’ salesmen 
in assisting the farmers to solve their 
problems.” 

Reverse sides of price lists are used 
effectively for promotional advertising 
by the Ady & Crowe Mercantile Co., 
Denver, Colo. By using space on the 
regular market releases this firm con- 
ducted a campaign encouraging farmers 
to use commercial feeds and advising 
them that they were more economical 
than home grown mixtures. 

The following messages to the rural 
trade were recentiy published on Ady 
& Crowe Co. price lists: 


“Almost every day some feeder finds 
that it is unprofitable to mix his own 


feed. It is necessary to have a perfect 
mixture to insure the best results. In 
some of our feeds we have ingredients. 
in amounts as small as one-third of an 
ounce to the ton. We can mix this 
nerfectly with the rest of the ration.” 

“It is absolutely essential that the 
formula is the best possible. To make 


it so we buy only the best ingredients, 
selected from the best sources.” 


The cut of this illustration of Southdown 
sheep may be obtained from The Feed Bag for 


$1.00. Dealers can use it effectively in their 
advertising. 
“We have checked the cost of our 


feeds with local mixers and have al- 
ways found that we could sell our feeds 
cheaper than the local mixer could 
make them if our formula was_ used. 
The feed manufacturer also sends out 
valuable information which helps the 
feeder to make more profits.” 

“Results count. Not a small saving 
on the cost of the feed.” _ 

Consistent advertising in behalf of 
commercial feeds on the market price 
cards resulted in a big increase in sales 
and profits for the Ady & Crowe Cc. 
This idea returned big dividends. 

Many feed dealers conduct much of 
their business ovcr the telephone. It is 
important for them to impress the call 
number firmly in the minds of custom- 
ers and prospective buyers. 

The Rupert Storage Co., Rupert, Ida- 
ho, handles Purina feed. On a round 
tag, three inches in diameter, attached 
to the telephone directories of that com- 
munity, the firm announces the brand 
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of feed, illustrates it with an opened 
sack of the familiar checkerboard design, 
and offers the telephone number prom- 
inently at the bottom. The printing is 
not from type, but is from a cut espec- 
ially prepared for the purpose by the 


artist. The printing is red on a yellow 
stock—a most “loud speaking’’ color 
scheme. 


Since the firm also sells coal, the re- 
verse side of the tag deals with 
the coal business. 

When we examine the tele- 
phone directories at Glendale, 
Ariz., we find that the South- 
west Flour & Feed Co. uses 
a green tag, of the same size 
as that of the Rupert company, 
with black printing. The phone 
number is the blackest of any 
of the type matter on the card. 
The firm handles Red Star 
brands and illustrates the ad- 
vertisement with a small cut 
of the front of a feed store. 
This firm likewise handles coal, 
so the reverse side deals with 
the coal department. 

In Colorado Springs the Rob- 
inson Grain Co. presents the 
message relative to feeds on a 
white card, oblong in shape 
and with rounded corners. Two 
colors of ink are used—red and _ blue. 
The firm name is prominently displayed 
across the top, then follows a sketch of 
the company’s warehouse, with a listing 
of the products handled, and the tele- 
phone number in the lower left corner 
in a circle.’ The reverse side of the 
tag is prepared for the filling in, by the 
subscriber, of telephone numbers most 
frequently called. But for the subscrib- 
er’s information the number of the feed 
company and the numbers of the fire 
and police departments are printed in. 

The Arvada Flour Mills, Arvada, 
Colo., also use an oblong tag 2% by 
3% inches. It is printed in red on white 
stock and the message is presented on 
what appears to be the front of a bag 
of feed. A catchy little joke, illustrated 
by a hen and a rooster leads off the 
message. The joke is “A chicken never 
eats an onion if she can get a date.” 

When we notice the telephone direc- 
tories in Sheridan, Wyo., we find that 
the Sheridan Flouring Mills, Inc., offer 
Tomahawk feeds by reproducing the ad- 
vertising matter on the sack, plus the 
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telephone number at the bottom, and 
use two colors of ink, red and green, on 
a white stock. It also is an oblong 
card. The reverse side deals with the 
company’s brand of flour. 

The Buhl Seed & Grain Co., Buhl, 
Mont., uses a circular card of yellow 
stock and the printing is black from a 
cut. 

Some might question the efficacy of 
such an advertisement by advancing the 
supposition that the tags might be both- 
ersome to the subscribers who might 
tear them off and discard them. This 
is not the case, as is evidenced by the 
fact that many of the seed men have 
been using this form of advertising year 


after year without a break. 

Two possible reasons for retaining 
the tag are advanced. In the first place 
the cord is run through a brass eyelet 
which is fastened securely into the card. 
In the second place, the tag forms a 
dandy handle by which the directory 
may be removed from or replaced on 
its hook or nail. 


POTATO FIRMS MERGE 
Plans have just been completed for 
consolidation of the business and prop- 
erties of Albert Miller & Co., Chicago 
and Grand Rapids, Mich., and the A. 
M. Penney Co., Waupaca, Wis., with 
assets aggregating $800,000. The firms 


Go to the 
feed store 


CONCENTRATED 
SODIUM HYPOCHLORITE 


. . . that’s the directed to millions 
of farmers in a powerful advertising campaign 


In farm papers and magazines, dairy 
journals and poultry publications, millions 
of farmers are reading about the splendid 
effectiveness of B-K in preventing disease 


and in dairy sanitation. 


These millions are being urged to use 
B-K for protecting their stock and poultry 
Dairymen are being shown 
how to cut down the bacteria count of their 


from disease. 


milk the B-K Way. 


They are being directed to the feed store, 


to your store, to buy B-K. 


This large space advertising campaign 
offers a splendid opportunity to the feed 


dealer who ties in with it. B-K 


profit item. easy to handle and easy to sell. 


DISINFECTANT 
DEODORANT 
STERILIZER 


is a long 


Stock B-K, display it, push it and your 


profits will grow. 
TO ALL USERS, 
NOT SATISFIED ’ 


Write today for details of our liberal 
dealer proposition and complete 


merchandising service. 


OUR GUARANTEE 
“MONEY BACK IF 


You can safely recommend 
to your customers. 
Livestock, dairy and poul- 
try experts all recognize 

-~K as the outstanding de- 
pendable disinfectant, 
powerful yet contains no 
poison or acid. 


1444 


GENERAL LA 


682 Dickinson Street 


BORATORIES 


Madison, Wisconsin, U. S. A. 
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are pioneers in the purchase, warehous- 
ing and distribution of potatoes through- 
out the Middle West. Over 350 ware- 
houses will be owned and operated in 
Michigan, Wisconsin, Minnesota, North 
Dakota, Nebraska, Wyoming and Idaho, 
with a volume of over 15,000 carloads of 
potatoes annually. E. Percy Miller will 
be president of the consolidated concern 
which will operate under the name of 
Albert Miller & Co., with general offices 
in Chicago. 


NEW RICHMOND Roller Mills, 
New Richmond, Wis., is erecting a new 
grain warehouse at its branch at Clear 
Lake, Wis. 


HOWARD F. ROBERTS 
come the sole owner of the Roberts 
Bros. Milling Co., Batavia, N. Y. His 
father, Frank H. Roberts, who has been 
the active head of the feed concern in 
recent years, is retiring and has turned 
ever the interest which he has held in 
the mill to his son. The mill will be 
continued under the old name. 


be- 


VERA E. CURRIER has opened a 
feed store at Batavia, N. Y., under the 
firm name Currier Feed & Supply Co. 
Mr. Currier was formerly in the feed 
retailing business at Pembroke, N. Y. 


ADA FARMERS Cooperative eleva- 
tor, Ada, Minn., has built a new 18x24 
structure and has remodeled its present 
plant. 


A. B. ARCHER, Conewango, N. Y., 
one of the pioneer retail feed dealers 
in western New York, is on a vacation 
trip to Michigan and other central west- 
ern points. Mr. Archer is not sure he 
will return to New York, but if he does 
it will be via the Canal or the Great 
Lakes. His many friends hope he will 
not become permanently allied with the 
“Western Wets.” 


POULTRY FEED SALES 
Several dealers in eastern New 
have been making a drive on poultry 
feeds during the spring and summer 
months and all of them report substan- 
tial gains in business as a result. 

One of the dealers said: 

“I have watched dealers in other lines 
consistently advertising their wares and 
running specials. I thought their prac- 
tices could adapted to the feed 
business. This year we have made a 
special drive on our poultry feeds with 
the result that every month has shown 
a heavy gain over last year. This is 
especially interesting to us as many of 
our neighbor dealers are complaining 
about poor business conditions. We are 
going to keep up a steady campaign the 
vear round.” 
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Opportunities Are Still Knocking 
At Retail Dealer’s Door 


Fear of Chain Store 


possessing a reasonable margin of 

capital with native ability, willing- 
ness to work, to utilize new methods 
and to take advantage of new conditions 
have as great an opportunity for suc- 
cess today as ever in the past. 

This is the assurance of the United 
States Department of Commerce ex- 
pressed in an address by Julius Klein, 
assistant secretary, who recently spoke 
before the Chicago Chamber of Com- 
merce. 


| ree retail feed deaters 


Chain store competition, according to 
Mr. Klein, is pictured as a fire-breath- 
ing dragon assailing the independent re- 
tailer from all sides. “But,” he asserts, 
“this is only a product of the imagina- 
tion. The independent dealer faces cer- 
tain undeniable handicaps, but also pos- 
sesses a number of highly important ad- 
vantages. 

Independent Dealers’ Advantages 

“He is not restricted by unvarying 
systems. He is at liberty to adjust his 
methods and his stock to the peculiar 
tastes, moods, and whims of his trade. 
He has the intangible but invaluable 
quality that we may call ‘the personal 
touch.’ ” 

The United States Department of 
Commerce considers the present posi- 
tion and future prospects of the inde- 
pendent dealer as one of the most vital 
questions before the country. 

“It seems to be a more or less popu- 
lar indoor sport these days to jeer con- 
temptuously at the small storekeeper— 
‘Lo, the poor retailer, the lowest form 
of commercial life.” As a matter of fact 
the retailer occupies probably the most 
crucial position in our entire business 
machinery. He is the last link in that 
long chain of production and distribu- 
tion which leads from remote farms, 
forests and factories throughout the 
land and often far beyond its borders, 
down through mills and warehouses, 
freight yards and stock rooms and fina!- 
ly to his shelves. His counter 
deadline where distribution 
where consumption 
the goods are not moved from _ his 
shelves across the counter into con- 
sumption, then every one of these count- 
less processes and services that stretch 
back in the multitudes of lines are just 
so much lost motion.” 

Mr. Klein pointed out that the busi- 
ness world is concerned over the present 


is the 
ends and 
should begin. If 


Competition Produced Mostly by Imagination 
Capable, Independent Feed Merchant Possesses Numerous Advantages 


status of the independent dealer. He 
cited the data obtained by a national 
credit-rating firm which revealed that 
competition was the cause of only 3.6 
per cent of the business failures, and 
that nearly one-third of the total, or 31.4 
per cent were charged against incompe- 
tence and 35 per cent were attributed 
to lack of capital. 

“Retail store owners,” said Mr. Klein, 
“fail a good many times to measure 
their market justly either in nature or 
extent. They may be careless as to 
their store personnel or they do not 
plan the store right—do not make it at- 
tractive. 

“There may be a great waste and loss 
arising from injudicious choice and 
slack, careless management of the stock 
of goods carried. Much of the stock of 
the average retail merchant is apt to be 
deadwood. It does not move. It makes 
no profits. A merchant striving for suc- 
cess needs to make, at frequent inter- 
vals, a drastic check-up of the items he 
has been handling. If they prove to be 
slow-moving, unprofitable, he should 
have no hesitation in eliminating them. 

Cutting Down Inventories 

“Results developed through investiga- 
tion by the department of commerce 
have shown conclusively that it is very 
often possible to increase a merchant's 
profits substantially by means of an ex- 
tensive reduction of the items in his 
inventory. Sometimes a 50 per cent cut 
in the number of different articles car- 
ried may bring about a 50 per cent in- 
crease in net returns. 

“Another common cause of loss is lax- 
ity in credit extension. It has been es- 
timated that out of $24,000,000,000 of 
our retail sales on credit at least 
$1,000,000,000 a year is lost through mis- 
takes in credit policies, collection and 
careless installment methods—truly a 
terrific drain on the resources of the re- 
tailer.” 

The independent retailer has many 
advantages over chain store competi- 
tion, according to Mr. Klein. He is net 
bound by any set regulations which gov- 
ern a series of establishments, and _ at- 
tempt to standardize them. He is free 
to do as he pleases and to meet trade 
conditions as they arise. 

“This freedom,” said Mr. Klein, “is a 
challenge to a dealer's resourcefulness, 
a stimulus to his merchandising ingenu- 
ity, He is able to devise original meth- 
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ods that will appeal especially to his 
customers. This possibility of rendering 
a pleasing individual service is perhaps 
the greatest asset of the independent re- 
tailer today. He is as a rule an inte- 
gral part of his community or neighbor- 
hood. He knows his patrons not only 
as customers but as people—is familiar 
with their circumstances, their likes and 
dislikes, their well-grounded preferences 
and their capricious whims. In_ his 
store, therefore, he greets them, with a 


spirit of old-established friendliness. So 
he has the intangible but invaluable 
quality that we call ‘the personal 


touch.’ Every independent dealer should 
realize and justly prize this advantage.” 
What’s Needed for Success 

What does an independent dealer need 
to do in order to attain success? 

Before all else, according to Mr. Klein, 
he needs to take the page labeled “ef- 
ficiency” from the book of his formid- 
able competitors. He needs to intro- 
duce economical methods of business 
based on the principles of modern, sci- 
entific management. He needs depend- 
able facts about his particular trade 
problems, and the ability to remedy the 
retarding difficulties and continue on the 
road to progress. 

The United States Department of 
Commerce offers its cooperation in as- 
sisting dealers to analyze their particu- 
lar problems and invites them to call 
on the department at any time they may 
desire. 


EAGLE ROLLER MILL CO., New 
Ulm, Minn., has purchased an_ ele- 
vator at Klossner from the Great West- 
ern Grain Co., Minneapolis. The new 
addition will be used primarily as a 
storage warehouse for grain. Frank Alt- 
mian is manager. 


ROSEWOOD _ Farmers’ elevator, 
Rosewood, Minn., recently purchased by 
a group of farmers, has opened for busi- 
ness in grain buying. Olaf Nerby is 
manager. 


PAUL PETERSON, Montezuma, Ia., 
is erecting a building to be used for feed 
and seed storage. 


CLARENCE D. MOLL, Franke 
Grain Co., Milwaukee, has returned to 
regular duties after convalescing for 
several weeks from an operation. 
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the Guesswork Out Buying Cod Liver Oil 
NOPCO Standardized in Vitamin D Potency Will Dolt’ 


ite se the best natural cod liver oil varies greatly :n 
vitamin content, according to the season of the 

year, the diet of the cod and other factors. Dif- 
ferences of 25, 50 and even 100% are not uncommon. 

This difficulty has been overcome through the per- 
fection of Nopco Fortified, Nopco X and Nopco XX 
Cod Liver Oil, produced by exclusive process under 
the Columbia University patent. 


Concentrate Made From Cod Liver Oil 


Under this patent, we first produce an antirachitic 
concentrate. The oil from which the concentrate has 
been extracted is then diverted into industrial channels, 
so that there is no waste whatever. The concentrate 
is hundreds of times more potent than the best natural 
oil. By adding just the right amount of the concentrate 
to high-grade natural oil, we can produce an oil of any 
desired potency. 


Potency Proved By Raising Chicks 


We first determine the vitamin potency of the con- 
centrate. We also determine the vitamin potency of 
the natural cod liver oil with which the concentrate is 
to be blended. This scientifieally blended product is 
then proved for potency in both Vitamins A and D. 


Executive Office and Factory: 38 Essex St., Harrison, N. J. 
Chicago, II. 
St. Johns, New Foundland 


Boston, Mass. 


These final tests are conducted on white rats, and also 
on chicks, day-old and eight weeks of age. These 
chicks are raised without trace of rickets, although kept 
in a windowless room where sunshine cannot penetrate. 


Tremendous Savings Now Possible 


Here are the reasons: 


1. Because of the extra Vitamin D potency of Nop- 
ce Fortified, Nopco X and Nopco XX Cod Liver Oil 
lesser quantities are required. 


2. Because the oil from which the concentrate has 
been extracted, is used for industrial purposes. 


October farm and poultry papers will carry adver- 
tisements advising poultry-men to look for the Nopco 
Guarantee of adequate vitamin potency in every bag 
of feed they buy. Will they find it in your feed? 


Get the complete story 
before you sign any con- 
tract for cod liver oil de- 
livery. Write us today, 
stating the quantity of 
feed you intend to mix. 


Better Than Ever 


MonarcH BALL BEARING 


ATTRITION MILLS are built to 


give complete feed grindin® satis- 
faction. Steady improvement 
for more than 25 years has 


Write for Catalog D. No obligation. 


Sprout, Waldron & Co. 


made it America’s leadin3, 
feed Srinder --- and 
it’s better today 


than ever 


before. 


Putting 
air to 


work 
with 
the 
Monarch 


increases 
its efficiency 
15 to 20% 


Box 318, MUNCY, PA. . 


San Francisco Office 


Chicago Office Kansas City Office 
726 Harrison St. 


9 So. Clinton St. 612 New England Bldg. 


The Greater Monarch 
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Grain, Feed Merger 


To Be 


Decided 


At Peoria Meeting 
October 14-16 


THREE-DAY program featuring 
A famous speakers, discussions of 

numerous trade problems and 
abundant entertainment has been ar- 
ranged for the 33rd annual convention 
ef the Grain Dealers National associa- 
tion. to be held at Peoria, Ill., October 
14, 15 and 16. Members from all sec- 
tions of the country are planning to at- 
tend, and Peoria is preparing to accom- 
modate the largest gathering of grain 
men in its history. 

Feeds have been allotted a place on 
the convention program in accordance 
with the trend of modern grain eleva- 
tors to handle this product in addition 
to their regular business. Members of 
the Grain Dealers National association 
will also decide whether the word 
“feed” should be added to the name of 
their organization and a merger con- 
summated with the United States Feed 
Distributors association. The question 
has been under consideration of both 
organizations for several months. Mem- 
bers of the United States Feed Distrib- 
utors association have already voted to 
consolidate with the Grain Dealers Na- 
tional. 

Sessions of the convention will begin 
at 9:30 a. m., October 14, when the 
meeting will be called to order by A. 
S. McDonald, Boston, president. Jerry 
McQuade, songster, will render several 
vocal selections. Invocation by the Rev. 
B. G. Carpenter will follow. 

Edward N. Weodruff, mayor of Peo- 
ria, will welcome the grain men and the 
response will be given by Edgar W. 
Thierwechter, Oak Harbor, Ohio. The 
president’s address and secretary’s re- 
port will follow. Special attendance and 
booster prizes will be awarded and ap- 
pointment of convention committees will 
conclude the morning session. The af- 
ternoon will be occupied by a_ tour 
through the plant of the Corn Pro- 
ducts Refining Co., Crescent, Ill., and a 
golf tournament for the handsome Bos- 
ton Grain & Flour exchange trophy. 
The grain men will join their wives in 
the evening at the president’s ball, 
which is to be held at the Pere Mar- 
quette hotel. 


Jerry McQuade will sing several 
songs to open the Tuesday morning 
session. The first speaker on the pro- 


gram will be J. H. Caldwell, president 
of the St. Louis Merchants exchange, 
who will talkk on “Trading in Millfeed 
Futures.” Discussion on merging the 
Grain Dealers National with the United 
States Feed Distributors association and 
adding the word “feed’’ to their present 
name will then be held by the grain 
men. M. J. Gormley, chairman car 
service division, American Railway as- 
sociation, Washington, D. C., will fol- 
low with a talk on “Heavier Loading 
of Cars.” The remainder of the morn- 
ing will be occupied by reports of the 
transportation, legislation, crop, mem- 
bership, rejected application and arbitra- 
tion appeals committees. 

In the afternoon the men will attend 
a stag party in the ball room of the Pere 
Marquette hotel, while the ladies will 
be entertained at a theater party. Tues- 
day evening is scheduled for the “big 
time’ of the convention—the annual 
banquet. Dancing and many entertain- 
ment features will be provided. 

The last day of the convention will 
open with songs by Jerry McQuade and 
three addresses will follow. John E. 


CHARLES QUINN 

Here’s the ‘‘hired man’’ who maintains 
the Grain Dealers National as one of the 
most efficient trade associations in the 
United States. 
Curtiss, chairman Nebraska State Rail- 
way commission, Lincoln, Neb., will ex- 
plain the “Hoch-Smith Resolution and 
Its Resulting Problems”; C. P. Reid, 
Memphis, Tenn., will talk on “Trading 
in Cotton Seed and Cotton Seed Meal 
Futures”, and H. J. Besley, grain divi- 
sion, Bureau of Agricultural Econom- 
ics, United States Department of Agri- 
culture, will analyze the “Problems Con- 
nected with the Grading of Grain.’ 
Committee reports, election of officers, 
discussion of new business, and the 
awarding of attendance prizes will com- 
plete the convention program. 


Dealer Puts Cash Basis Across 
Using Credit Coupons 


C. HERVEY, owner of Her- 
A vey’s Feed store, Tabor, Ohio, 
; © is putting his business on a 
cash basis by using credit coupons. This 
merchant serves a large tural commu- 
nity and he knew by experience that at 
certain seasons farmers had ready cash 
from the sale of livestock and crops. 
During these times, Hervey issues cou- 
pons at a discount and rural customers 
are invited to take advantage of the op- 
portunity by newspaper advertising, as 
follows: 

FARMERS, ATTENTION! 

You can get $25.00 worth of feed 
for $23.75, by buying a Credit Cou- 
pon at HERVEY’S STORE. Smal- 
ler amounts to suit the customer. 

Buy your coupon today, and get 
your feed as you need it. 

HERVEY’S FEED STORE 
The coupons referred to, as slips of 
memorandum paper, are arranged in this 
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manner: 


This coupon entitles... to 
$25.00 worth of mixed, or commer- 
cial feeds, as itemized in spaces be- 
low: 


DATE 


ITEMS 


PRICE 


“A farmer doesn’t get a regular pay 
check,’ Hervey explained. “And it us- 
ually happens that he needs the most 
feed when he is short of cash. This is 
because sales of farm commodities are 
at a minimum during the heavy feeding 
season between October and May, and 
since commercial feeds are perishable he 
will seldom take the risk of stocking 
heavily when money is available. This 
proved to be our greatest problem after 
our business was put on a cash basis 
but last year we found a promising so- 
lution through the use of credit cou- 
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for Samples and 
Prices of 


CORNO 
Feeding Oatmeal 


15.0 Protein 

3.9 Fibre 
For Mashes and Poultry 
Fattening Feeds—for 
Pigs, Calves and all young 
and growing animals. 
Fully equal to Ground 
Oat Groats and Rolled 
Oats for animal feeding at 
a big saving in price. 


CORNO 
Hygrade Oatfeed 


11.0 Protein 
19.0 Fibre 


Almost as much Protein 
as Whole Oats, ground or 
unground, or Ordinary 


Bran.—,A splendid feed for 
Dairy Cows. 


CORNO BRAND 


Rolled Oats 

Steelcut Oatmeal 

Whole Oat Groats 

Ground Oat Groats 

White Hominy Feed 
(7% Fat) 

Unground Oat Hulls 

Reground Oat Hulls 

Fine Ground Oat Hulls 


All products packed in new Jute Sacks— 
Write us today. 


THREE MINUTE CEREALS Co. 


DEPARTMENT 14 
CEDAR RAPIDS, IA. 


| 
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pons. 

“These coupons were somewhat simi- 
lar to the old-fashioned “due-bill’’, with 
blank spaces to accommodate any kind 
of goods which rural customers might 
need. The possessor could buy feed at 
any time, up to the face value of his 
coupon, by bringing the slip with him 
to the store and having the items re- 
corded in order of receipt. They were 
issued in amounts of $10, $15 and $25, 
and sold for $9.60, $14.40 and $23.75, 
making the range available to any cus- 
tomer’s requirements. 

“After this service was advertised and 
explained, we had much less trouble in 
making sales. Farmers came in at more 
prosperous times and bought coupons, 
then obtained feed against them during 
the slack winter season when ready cash 
was not to be had. Within six months. 
more than 50 per cent of our former 
credit customers took advantage of this 
system, and we are now distributing 
coupons in every section of our terri- 
tory. 

“We are finding this method success- 
ful with all classes of farmers. The sav- 
ing in accounts, clerk hire and collec- 
tions repays the cost of discounting the 
coupons with a substantial profit be- 
sides. Much business has been retained 
which would have otherwise been lost 
through our money-down policy and the 
big advantage lies in the fact that the 
coupons bring us cash instead of bad 
debts.” 


FRANK J. BRADFORD, vice-presi- 
dent and sales manager of the Arcady 
Farms Milling Co., Chicago, reports 
that the Baltimore trade is looking for- 
ward to a very good feed year due to 
dry weather and a short corn crop. 


Ohio Grain Men Hold 


Picnic in Canada 

Members of the Ohio Grain Dealers 
association and their wives and children 
held an outing at Kingsville, Ontario, 
Canada, August 30. The trip was made 
from Toledo across Lake Erie on the 
Steamer Greyhound. 

As the boat churned through the 
waters the happy cargo enjoyed them- 
selves dancing to the music of Kalt’s 
famous radio broadcasting orchestra. 
Picnic lunches were spread in Gypsy 
camp upon their arrival at Kingsville, 
and everyone ate heartily. 

Following the outdoor luncheon a 
tour through Jack Minor’s wild game 
sanctuary was made. The kiddies were 
thrilled by the colorful exhibition of 
birds. The group later enjoyed dancing 
at Gypsy camp and the steamer, with its 
jolly crew of grain trade members, 
chugged back to Toledo in the evening 
with everyone happy. 
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From Our Readers 


READS EVERY ISSUE 
Editor of The Feed Bag: 

We have been reading every issue of 
The Feed Bag with considerable inter- 
est since we subscribed for same and of 
course were especially interested in your 
August issue, which contained the ar- 
ticle relative to our business written by 
Mr. Emil J. Blacsky. 

We certainly appreciate this oppor- 
tunity you gave us to express the mat- 
ter the very efficient way in which Mr. 
Blacsky made up the copy and anytime 
we can be of service to you in this ter- 
ritory, we hope you will call upon us. 

Signed, A. H. Buehrle, President, 
Albert H. Buehrle Co. 
Youngstown, Ohio 
FOR USE IN COLLEGES 
Editor of The Feed Bag: 

It has been my experience that col- 
lege men and college students are so 
distinctly removed from the problem of 
the mixed feed industry that they have 
no conception of the problem and the 
different angles to this industry. 

After September 1 I shal! be employed 
at the dairy department at the Okla- 
homa A. & M. college, Stillwater, Ok. 
Would you place my name or the name 
of the dairy department on your mailing 
list to receive regularly a copy of The 
Feed Bag? For my part, I have never 
seen a publication such as The Feed 
Bag in a college library. I would like 
to have it for the use of my department 
members and our students in the depart- 
ment at Stillwater if it is not contrary 
to your policy. 

Signed, Earl Weaver, 
Iowa State College of Agriculture 
Ames, Iowa 

WHITE BROS., Scotts, Mich., re- 
port excellent weather in their territory 
during August, giving the growers op- 
portunity to harvest a fine wheat crop; 
to get in their oats, with the best of 
color, and to put up a nice crop of 
clover and mixed hay. Farmers in the 
district are now harvesting their second 
cutting of alfalfa. 


GEO. POTGETER, Steamboat Rock, 
Ta., in a letter to The Feed Bag order- 
ing a subscription to be sent to the 
firm’s branch at Eagle Grove, Ia., ad- 
vises that his firm has purchased the 
Joyce elevator at Eagle Grove, and has 
placed John Potgeter as manager of the 
coal and feed departments and V. A. 
Braustetter as manager of the grain 
and milling department. The Geo. Pot- 
geter Co. also operates a branch at EI- 
dora, Ia. 


BABCOCK BROS., Delanson, N. Y., 
have installed equipment for custom 
grinding in their warehouse. 


FREDERICK STRONG, who for 
many years has been the operator of 
a feed mill at Holcomb, N. Y., has de- 
cided to close the plant indefinitely and 
to devote his time to his farming in- 
terests in that section 


W. AROSCO COTTON, who for 
many years operated the feed mill at 
Attica, N. Y., died recently in his home 
in Nebraska City, Nebr., where he had 
resided since retirement. His father, 
the late Owen Cotton, founded the mill 
in western New York, father and son 
continuing its operation for nearly a cen- 
tury prior to the latter’s retirement from 
active business. 


MAPLE LEAF MILLING CO. has 
announced plans for the construction of 
a feed mill to be operated in conjunction 
with its big flour mill at Port Colborne, 
Ont., near Buffalo. The mill will be 
erected and equipped at a cost of $400,- 
090, it is estimated, and will be placed 
in operation in the early part of 1930. 


Washburn Crosby Picnic 
At Fond du Lac, Wis. 


Washburn Crosby Co., Milwaukee 
branch, employees, celebrated their an- 
nual summer outing August 10 and 11 
as guests of L. P. Dauterman at his 
summer home, Fond du Lac, Wis. An 
enjoyable week end was spent by the 
gathering at playing baseball, motor 
boating, swimming and tossing horse- 
shoes. 

Among the guests from Minneapolis 
who attended the outing were Col. Ash- 
by Miller, assistant secretary, General 
Mills, Inc.; A. W. Hockenburg, sales 
department; and E. F. Morris and H. 
C. Cunning, of the feed division. B. F. 
Wallschlaeger, manager Washburn 
Crosby Co., Chicago branch, was also 
present. 

All who attended the outing pro- 
nounced Mr. Dauterman a royal host. 


GRAIN CROPS are not as good in 
Wisconsin as they were a year ago, ac- 
cording to Walter H. Ebling. state ag- 
ricultural statistician, in a survey report 
issued by the federal state crop report- 
ing service. 


St. Lawrence County Dealers 
Complete Active Year 


HE St. Lawrence County (N. Y.) 

Feed & Coal Merchants associa- 

tion had a jubilant annual meet- 
ing on August 8, when it was reported 
that every dealer in the county was en- 
rolled as a member and that the treasury 
showed a balance of nearly $600. 

This is one of the older and livelier 
of the local organizations affiliated with 
the Eastern Federation. Meetings are 
held each month, at which all matters 
affecting the dealers in St. Lawrence 
county are given a careful hearing. Dur- 
ing the past year special attention has 
been given to the freight rates apply- 
ing in that area and strenuous efforts 
have been made by the association for 
the establishment of more satisfactory 
rates. 

Fred M. McIntyre, Potsdam, who has 
been the secretary of the association for 
several years, gave a report of the ac- 
tivities during the past year. He said 
in part: 

“In addition to our efforts in behalf 
of more equitable freight rates we have 
made an investigation of the G. L. F. 
activities in our section. While this or- 
ganization is paraded as the farmer’s 
friend it is simply another feed manu- 
facturing and distributing organization. 
To be sure it is financed by farmers’ 
money. But so is every other feed con- 
cern. It is the farmers’ money that 
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keeps every feed firm going and it 1s 
their confidence in the firms and the 
merchandise that has made possible the 
remarkable progress in feed manufac- 
turing and distribution during the past 
few years. 

“Our association has taken an active 
interest in restricting abuses of the 
credit system. Most of our members 
have discontinued long term credits and 
many of them give a discount for spot 
cash. We shall continue to work with 
the federation in devising ways 
tightening up on our credits. 

“It was our privilege last June to as- 
sist in entertaining the members of the 
Eastern Federation of Feed Merchants 
at Alexandria Bay. The convention was 
the most valuable ever held by the or- 
ganization and the entertainment pro- 
vided by our association was one of the 
factors that contributed much to the en- 
joyment of the members.” 

The following officers were elected for 
the ensuing year: President, H. A. Al- 
len, Massena, N. Y.; vice-president, G. 
W. Ball, Massena, N. Y.; secretary, F. 
M. McIntyre, Potsdam, N. Y.; treas- 
urer, F. R. Maloney, Chase Mills, N. 
Y., and delegate at large, W. S. Ten- 
nent, Madrid, N. Y. 


of 


W. & H. RHOADES, Norristown, 
Pa., are building a modern feed mill, 
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Millfeeds 
Oil Meal 


Corn and Oats 


“FRANKLIN” 


GROUND FLAX 
SCREENINGS 


Tue Haertet Co, Inc. 


MANUFACTURERS AND DISTRIBUTORS 
604 CORN EXCHANGE BLDG. 
MINNEAPOLIS, MINN. 


WE SELL DEALERS ONLY 


Queen Wheat Feed 


= WHEAT FEED 


Wheat Low Grade Flour, Red Dog, Middlings 
Bran, Screenings not exceeding mii run — 


= CRUDE PROTEIN 15.7% 
4.6% 


= Office 315 Corn Exchange ~~ 
\ MINNEAPOLIS, MINN. >» 
- 


A particularly good 


machine for 


CUSTOM MIXING 


Putting up open formula feeds and 
for all ’round, general purposes is the 


“CASCADE” 


FEED MIXER 


It is fitted with 
Timken roller and SKF ball bearings so 


SAVES POWER 


Send for Catalog No. 123 


S. HOWES CO., INC. 


INVINCIBLE GRAIN CLEANER CO. 


SILVER CREEK, N. Y. 


Driven 


is a Pure 
Wheat offal 
and is man- 
ufactured 
in our own 
mills. Can 
furnish 
Queen in 
straight or 
mixed cars 
with Che- 
rokee Pure 
Bran and 
Cherokee 
Middlings. 


Capital Flour Mills, Inc. 


CORN EXCHANGE 
MINNEAPOLIS, MINNESOTA 


Northwestern Representatives: Strong-Scott Mfg. Co., . 413 So. Third St., Minneapolis, Minn. 
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Quaker Dealers, Feeders Entertained 


At Monona Farm Outing 


Prof. G. Bohstedt Leads Discussion on Nutritional Value of Oats 
J. A. McLean, O.B. Kent, F. Kern Speak on Feeding, Merchandising 


EVERAL hundred feed dealers, one 
Me day’s party including the wives 

and some feeders, were entertained 
by the Quaker Oats Co., its officials 
and representatives, at Monona farm, 
Madison, Wis., August 7, 8 and 9. 

The first day’s party was for Bob Ty- 
son’s “gang’’ which included the ladies 
and some feeders. Dealers from the ter- 
ritory of Fred Hawes and Bill Quady, 
were entertained the second day, and 
the final day visitors were from the 
Northern Illinois territory of F. J. Far- 
ley. 

Stuart Guest of Honor 

John Stuart, president of the Qua- 
ker Oats Co., was guest of honor the 
first day and additional representatives 
of the Chicago office of the Quaker Oats 
Co., not including the speakers, were 
Don Lourie and C. P. Clark. Repre- 
sentatives of the leading farm publica- 
tions, including David K. Steenbergh, 
managing editor of The Feed Bag, were 
also present. 

Bob Tyson's “gang” assembled at Mo- 
nona Farm in time so that the picture 
published herewith could be taken at 
noon before dinner. The dinner, in- 
cluding chicken with all the trimmings, 
was served in tents especially erected 
for the purpose at 12:30. Following 
the dinner the ladies were escorted on 
a bus tour of Madison, while the men 
gathered together for an_ interesting 
meeting in the tent. The group was 
welcomed by Bob Tyson and M. F. 
Arnold, divisional manager of flour and 
feed sales, with Mr. Arnold making the 
encouraging statement that he expected 
there would be many commercial feed 
years as big as 1928 for both the dealer 
and the manufacturer. 

Bohstedt Principal Speaker 

G. Bohstedt, professor of animal hus- 
bandry at the University of Wisconsin, 
who is directing the research, explained 
the work which the university is doing 
to determine the feeding value of oat- 
feed. He said that all the work which 
the university was doing at Monona 
farm was with oat feed, a basic product 
which can be purchased universally and 
not identified with any commercial brand 
of feed. The purpose of the experiment 
is to determine the value of oat feed as 
compared with other feed ingredients 
and to discover how it can best be fed 
to different animals. Constant routine 
chemical analyses of the oat feed used 


‘**The Hungry 500.”’ 


are being made so that the university 
can be sure it is the average product 
and some of the experiments at Monona 
farm are also repeated at the univer- 
sity farm to provide a certain check on 
the authenticity of the results obtained. 

Professor Bohstedt explained some of 
the experiments both under way and 
completed with dairy cows, steers, pigs 
and sheep. He said that he was sur- 
prised at the relatively good showing 
of oat feed in the tests and that their 
dairy cow experiments indicated that 
the fiber of oat feed did not seem to be 
a detriment in the proportions fed. Oat 
feed has a beneficial effect when fed 
in certain amounts, he added, but there 
is of course a definite limit as to how 
much fiber or oat feed can be included 
in a ration. 

McLean and Kent Talk 

Some of the unofficial experiments, 
not conducted by the university, com- 
pleted at Monona farm with commer- 
cial feeds and various feed ingredients 
were explained by Prof. J. A. McLean, 
managing director of the farm. He also 
briefly discussed the various Quaker 
live stock feeds, including Sugared 
Schumacher, 15, 16, 20 and 24 per cent 
dairy teeds, calf meal and pig and hog 
meal. “I am personally sold on a 16 
per cent feed for feeding dairy cattle,” 
he said, “but there are some cases where 
higher protein feeds should be recom- 
mended. The best rule is to let your 
roughage be your guide—poor roughage 
requires more protein.” 

Prof. O. B. Kent, managing director 
of the Libertyville Poultry Farm of 
the Quaker Oats Co., discussed his ex- 
perimental work feeding oatmeal and 
the various Ful-O-Pep feeds. He em- 
phasized the importance of feeding grit 
of a type which does not dissolve in the 
chicken’s gizzard. Feeding wash creek 
gravel or granite grit, he said, supplies 
real grit that the chicken can use in as- 
similating its feed and eliminates range 
paralysis. 
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Bob Tyson’s Gang Just Before Dinner. 


The value of concentrating retail sell- 
ing efforts on one line of commercial 
feeds was the subject of an interesting 
talk by Frank Kern, past president of 
the Central Retail Feed association and 
manager of the Sparta Produce Ex- 
change, Sparta, Wis. Mr. Kern had a 
copy of The Feed Bag in his pocket as 
he stood on the platform and compli- 
mented the publication for the merchan- 
dising ideas it presents for the attention 
and help of its readers. He closed his 
address with an appeal to the dealers 
present to support their own trade or- 
ganization—the Central Retail Feed as- 
sociation. 

All dealers and feeders were taken on 
escorted tours of the farm following the 
meeting and the final event of the day 
was a party and dance held at Esther 
beach, just across Lake Monona from 
Madison, during the evening. 


WANDEROOS feed mill, Wander- 
oos, Wis., was destroyed by fire August 
15 with an estimated loss of $15,000, 
only a small part of which was covered 
by insurance. 


RIEBS CO., Milwaukee, have taken 
a long time lease on the elevator of the 
Miller High Life Co., Port Washington, 
Wis. The addition of this elevator will 
increase the firm’s storage capacity to 
1,500,000 bushels. 


BEACH & PIERCE Grain Co., Chi- 
cago, has opened offices in Marshall- 
town, Ia., Mendota, Ill., Fort Dodge, 
Ta. and Milwaukee, and will act as cor- 
respondents for Beach, Wickham & Co. 


A. P. KILMARTIN, Malvern, Ia., 
has purchased the elevator of Earnest 
Woderquist and taken immediate pos- 
session. Mr. Woderquist has moved to 
Strahan, Ia., and will manage the ele- 
vator he owns in that city. 


Page Thirty-three 


When you handle 


the other kind. 


Darling’s Meat Scraps, 
Tankage and Bone Meal 


you are handling the best the 
world produces--and it doesn’t 
cost you one cent more than 


Darling & Company 


Union Stock Yards, Chicago 


STATE DISTRIBUTORS 
LaBUDDE FEED & GRAIN CO. Milwaukee 


PAM 
TNEEO MEAT 


MEAT SCRAPS} 

FOR POULTRY | :: 
UARANTEED anaivers= 

MIN. 

Fat MIN. 

CRUDE FIBRE MAX. 30% 

MEAT PRODUCT 

= MANUFACTURED BY 

| DARLING-&-COMPANY 

UNION STOCK YARDS CHICAGO,NLL. 


The Haines Feed Mixer 


A self-contained unit 
shipped completely as- 
sembled ready for 
operation aS soon as 
connected to power. 
No extra parts or ele- 
vators necessary. No 
millwright labor re- 
quired. Easily set up 
or moved. 


Manufactured in two sizes: 


No. 1 Mixer capacity 50 
cubic feet or 40 bushels. 


No. 3 Mixer capacity 100 
cubic feet or 80 bushels. 


Either size furnished with 
pulley for belt drive or 
with electric motor and re- 
duction gears for inde- 
pendent operation. 


Write for 
Bulletin No. 18-F 


| The Mix Is Always Visible 


The Grain Machinery Co. 
Marion, Ohio 


We want live Sales Representatives in our open territories. 
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Canadian Cattlemen Face 
Shortage of Feeds 


The emaciated carcasses of horses and 
cattle, left on the open range to shift 
for themselves, may again line roadways 
in western Canada this coming winter, 
a repetition of conditions in the past be- 
ing threatened due _ ito 
drought and a crop failure. 

Southern Alberta, the chief cattle 
country of western Canada, has suffered 
particularly from lack of moisture and 
there is little or no pasturage left while 
ranchers and farmers have little feed in 
stock against the coming of the snow. 

While it is not expected that hay will 
have to be imported from Quebec at a 
cost of $80 per ton, as it was some 10 
years ago, hay will likely rise to $25 per 
ton at least, stockmen estimate, while 
the farmers will have great difficulty 
bringing their herds through the winter. 

The Saskatchewan farmers are pri- 
marily wheat growers but a large per- 
centage of them keep moderate herds of 
livestock which usually pass the winter 
on the range or live on wheat and oat 
straw stacks. While the high price of 
grain will offset the small yield, it will 
not make up for the shortness of straw, 
and there will be many farms where 
there will be not even short straw. 

With no straw in the wheat fields and 
no grass on the range, an acute feeding 
problem is foreseen. 

Last winter a mid-winter thaw which 
was followed by heavy frost, leaving a 
coat of ice on the prairies through which 
animals could not break, robbed the 
farmers of their feed stocks before the 
winter was over. 


continued 


RAY H. MILSPAW, manager of op- 
erations of the feed department of the 
Grange League Federation at Buffalo, 
was married recently to Miss Mary 
Frances Wade, Randolph, N. Y.  Fol- 
lowing a honeymoon tour of the eastern 
seaboard, Mr. and Mrs. Milspaw have 
returned to Buffalo to reside. 


ALFRED MILLER, Balston, Minn., 
has purchased the buildings and equip- 
ment of the Farmers Elevator Co. in 
that city and will conduct a feed, grain 
and fuel business. 


ALBERT E. REYNOLDS, operator 
of a number of grain elevators in the 
Middle West, died at his home in Chi- 
cago on August 14 after a week’s ill- 
ness. He was a director of the Monon 
railroad and president of the National 
Grain Dealers’ Fire Insurance Co. 


PFUNDHELLER BROS., Spooner, 
Wis., are installing a new feed mill in 
their warehouse and will have it in op- 
eration by October 1. 


SS 
: 
>= 
=/DARLINGS| 2 
= 
S ~ = 
S. — 
4 = 
=|4 SE 
= 
——--—.. 
bs by. ‘3: 
é 
Like 
| 
He. 
4 
| 
= 
vf 


Fresh Feeds Give Better Results 
Than Storage Rations 


(Continued from Page Sixteen) 
the University of Wisconsin, found that 
cod liver meal retains vitamin D, but 
that vitamin A is lost. It is quite obvi- 
ous that vitamin A was in the cod livers 
at one time or Dr. Hart would not have 
said that it had been lost. The very 
fact that cod liver oil is rich in vitamin 
A and also vitamin D shows that the 
same material contains both of these 
important factors. .It is just as certain 
that this material, which is in the cod 
liver meal, once contained vitamin A as 
well as D. It is proved, therefore, that 
vitamin A is easily lost and that vita- 
min D is quite stable. 

Growth Vitamin Is Lost 

Vitamin A is the vitamin of growth 
and this is what was lost in storing the 
feed. 

The main sources of vitamin A are 
from yellow corn and alfalfa meal. 
Many of the other ingredients in man- 
ufactured feeds have traces of vitamin 
A, but we look to yellow corn and al- 
falfa meal as the real sources. Cod 
liver oil, especially when the _ best 
grades are used, certainly supplies vita- 
min A. But it is pointed out that we 
would never buy cod liver oil for this 
purpose as an abundance of vitamin A 
is supplied from less expensive sources. 
Cod liver meal is used only for its vita- 
min D (anti-rachitic) properties. Al- 
though several other things are being 
experimented with, cod liver oil is the 
only source of vitamin D which is com- 
mercially practicable at this time. 


We have the following conclusions 


from this test: 

1. The growth promoting vitamin 
A is to a large extent lost when feeds 
are stored for long periods of time. 

2. The vitamin furnished by yellow 
corn and alfalfa meal perishes before 
the vitamin furnished by cod liver oil. 

3. It is very likely that the most 
profit can be derived from grains short- 
ly after they are ground than to use 
them after a period of storing. 

4. A complete lack of vitamin A 
would have resulted in a marked con- 
dition of eyesoreness (opthalmia) and 
death long before the experiment ended. 
Eyesoreness existed, but only in a mild 
degree, with several individuals fed on 
the stored feed. It was first noticed 
after about five weeks had elapsed dur- 
ing the test. 

It is probably true that whole yellow 
corn or coarsely cracked corn retains 
its growth vitamin much longer than 
finely ground corn. It is also pointed 
out that when cod liver oil is used in 


manufactured feeds it retains its vita- 
min potency longer than the corn or 
alfalfa meal. It is also worthy of note 
that the loss of vitamin A, the growth 
vitamin, is a distinct detriment to the 
feed especially for growing chicks or 
animals. Again we must agree that be- 
cause there was some growth that all 
of the vitamin A was not lost. 

The above conclusions are made only 
on the basis of this experiment. Other 
experiments along this line are sure to 
be conducted, and they may or may not 
show such marked differences. 


taken over two years before the final 
Seaman’s question is 
We hope that it is a help- 


answer to Mr. 
finally given. 
ful answer. 


It has . 


GREEN COUNTY Farm Bureau 
Cooperative Warehouse Co., Monroe, 
Wis., has been incorporated by J. Gei- 
gel, F. Dettwiler and W. Olson to con- 
duct a grain, feed and flour business. 


HARLAND Flour & Feed Co., Min- 
neapolis, has purchased the Melrose ele- 
vator and Borgerding lumber yards, 
Melrose, Minn., from E. N. Schmitz. 


S. MUELLER & SONS Grain Co., 
Calamus, Ia., has purchased the elevator 
and feed business of August Willert, 
Toronto, Ia., and appointed F. E. Emer- 
son as manager. The elevator will be 
remodeled and a number of warehouses 
and an office building will be erected. 


W. S. KEARNEY & SON, Grinnell, 
Ia., have purchased the farmers’ eleva- 
tor and will operate it under the firm 
name of Kearney Elevator Co. Arthur 
McDowell will be retained as manager. 


Quisenberry Sales Convention 
Held in Kansas City 


HE sales meeting for the western 
i division of the Quisenberry Feed 
Manufacturing Co., was_ held 
August 21 and 22 in Kansas City, Mo. 
More than 250 dealers from Minnesota, 
Iowa, North and South Dakota, Ne- 
braska, Oklahoma, Arkansas, Missouri, 
Kansas, Colorado, Illinois and Texas 
were guests. Sessions were held in the 
morning and afternoon of both days, 
but time was found for special enter- 
tainment features which were a part of 
the convention program. Special enter- 
tainment was provided for the wives and 
families of the dealers who attended. 


The banquet speaker was Jas. N. Rus- 
sell, president of the Russell Grain Co., 
and ex-president of the Kansas City 
Board of Trade. Talks in the general 
meetings covered every phase of the 
poultry industry such as feeding and 
raising poultry, salesmanship, service 
and accounting. Some of the principal 
speakers at the general meetings were 
Jas. A. Dorrill, Leasburg, Mo.; Jack C. 
Boote, Worthington, Minn.; Thos. Fid- 
dick, Cameron, Mo.; John Hyman, Hull, 
Iowa; C. F. Secrist, Woodward, Okla.; 
J. B. Mitchell, Geo. Wenzel, R. J. Potts 
and Russell Greiner of Kansas City. 
Many of the Quisenberry dealers at- 
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tending made impromptu speeches and 
suggestions on various subjects. 

The officials attending were G. Schmie- 
rer, president and general manager, who 
presided at the meetings; J. E. Mus- 
grave, vice-president and manager of the 
Buffalo plant, who made the introduc- 
tory speech, and Floyd Finch, general 
sales manager of both the eastern and 
western divisions. A similar meeting 
of eastern division dealers and salesmen 
will be held in Buffalo sometime this 
fall. 


CALEB BROWN, one of the pio- 
neer feed dealers of western New York, 
died recently in his home in Clyde, 
where he conducted the Clyde Grain & 
Feed Co. for many years. Declining 
health forced Mr. Brown’s retirement 
from active business life several years 
prior to his death. 


JAMES H. GRAY, Springville, N. 
Y., feed man, is getting to be some 
golfer. He came in with the second low 
gross score among nearly 50 Buffalo 
grain, flour and feed men who com- 
peted in a golf tournament in that city 
a few days ago, and was awarded with 
a suitable prize. 
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Building Up (Cotton-Seed-Meal) 


on 
Memphis Merchants 
Exchange 


A favorable impres- 
sion is created by the 
neutral attitude of 
Linseed Meal adver- 
tising, which ap- 
pears in a selected 
group of publica- 
tions totaling more 
than 61% million 
circulation every 
month. 


We offer our Services as Clearing 
Member. Full information fur- 
nished on request. 


Secure our prices for Spot and 
Future shipments. 


Linseed Meal advertising never advo- 


cates any special types of feed. It always MARIANNA SALES CO. 
recommends ready-mixed feeds side by MEMPHIS, TENN. 
side with formulas for home and batch White-Mule Brand Registered all States 


mixing in every advertisement and on the 


lity and Servi 
new Master Feeding Chart of Rations. 


In other words, Linseed Meal advertising 
simply says, ‘“‘Feed a balanced ration con- 
taining Linseed Meal—choose the type 
best suited to your conditions.” It is 
making the public ‘‘Feeding-wise’’—cre- HOME OF 
ating a background of confidence in 


ready-mixed feeds—paving the way for BADGER BRAND 


you to sell the type of feed that goes 


best in your district. SEEDS 


; Linseed Meal advertising is appearing ‘ 
yi every month in leading farm papers— 1 8 6 5 —192 9 
j year after year. Today, the modern trend 
of feeding is toward rations including 
“Linseed Meal.’”’ They look for it on the 
label of the mixed feeds you sell—be sure 
it’s there! The Linseed Meal Master 
Feeding Chart of Rations (new edition) 
has been sent to every dealer on our list. 
If you have not received your copy, 
write for it at once. 


LINSEED MEAL EDUCATIONAL COMMITTEE 
Dept. 99, Fine Arts Bldg. Milwaukee, Wis. 


L. TEWELES SEED CO. 


MILWAUKEE, WIS. 
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Professor Weaver Recommends ‘SP2ngfeld_ Milling Co. 


Lower Protein Content 


(Continued from Page Seventeen) 


their anti-rachitic properties is inter- 
esting. We know that hays exposed to 
sunlight or to the quartz mercury lamp 
are effective in inducing greater calcium 
assimilation in lactating goats and 
cows. No work is reported wherein con- 
centrated feeds have been irradiated for 
these animals. 

A notable piece of work has been re- 
ported from Wisconsin wherein the ir- 
radiation of rolled oats was effective in 
preventing rickets in dogs. Irradiated 
cottonseed and linseed meal have been 
shown to be effective in preventing rick- 
ets in rats. One of our cereal com- 
panies is employing on a commercial 
scale the plan of irradiating its products 
which are for human consumption. 

It is unwise and unsafe to implicitly 
apply results secured with one species 
of animal in predicting what results may 
be secured with another species. So the 
beneficial effect of irradiating the food 
of the dog might not be applicable in 
dairy feeding. 

However, since the cow often under- 
goes a period of feeding when the sup- 
ply of vitamin D is insufficient, and since 
cod liver oil is ineffective it would seem 
in order to give some concern to the 


possibility of irradiating dairy feeds: 


commercially. 

With regard to vitamin E in dairy 
rations there is little that can be said. 
A lack of the vitamin of a pregnant 
female is said to induce the destruction 
and absorption of the very small devel- 
oping fetus. A newer vitamin has been 
designated as F. its absence is said to 
interrupt ovulatien in the female. 

All men interested in livestock are 
concerned about any factor that may 
affect the reproductive ability of their 
animals. The problem of sterility is one 
of the acute problems facing dairymen 
today. No doubt a large share of 
breeding difficulties may be attributed 
to bacterial infection. 

However, there are phases of sterility 
that have not been interpreted from the 
standpoint of the causative factor. A 
large percentage of dairy heifers, I 
would estimate it to be 15 per cent, fail 
to conceive normally. An explanation 
of this failure is not forthcoming on 
clinical examination. The heifers appear 
normal physiologically; they are not in- 
fected with Bang’s bacillus. No one 
knows what is wrong. The use of 
sprouted oats has been endorsed by 
some as a corrective measure. Sprouted 
oats are notable sources of vitamin E. 
Possibly they supply F also. Wheat 


embryo is even a more abundant source. 
In this field, I can foresee developments 
of enormous interest to feed manufact- 
urers. 

Great strides have been made in re- 
cent years both by the men in investi- 
gational work and those in the feed in- 
dustry. We all know considerably 
more than we formerly did. But, the 
investigational men do not yet know 
half what they should. Livestock feed- 
ers want information on countless top- 
ics. Research workers everywhere are 
trying to find the light. They will 
find it gradually but they need time, 
support and encouragement because the 
phenomena of nature are baffling. 


BUYS COTTON OIL MILLS 

Buckeye Cotton Oil Co., subsidiary 
of Proctor & Gamble, Chicago, has pur- 
chased the Dixie Cotton Oil mill, Mem- 
phis, and the Louisville Cotton Oil Co. 
plant, Louisville. The transattion in- 
volved approximately $1,000,000. Pur- 
chase of the two new additions increases 
the network of Proctor & Gamble plants 
in the south to 15. 


Builds Feed Plant 


The Springfield Miiling Co., manu- 
facturer of White Swan flour, is mak- 
ing preparations to enter the mixed feed 
industry. 

Construction work is going forward 
rapidly on a building which will house 
a new feed department. The structure 
will be 70 feet long, 40 feet wide and 
two stories high, with basement, 15 by 
70 feet. 

V. H. Dani has been appointed to 
manage the department and H. H. Birk- 
emeyer, superintendent of the present 
milling plant, will have charge of the 
feed manufacturing operations. A com- 
plete line of dairy, poultry, hog and 
stock feeds will be produced. 

“Our main object in adding the new 
department,” said Mr. Dani, “is to be 
able to furnish our dealers with grain, 
millfeeds, mixed feeds and flour in the 
same car.” 


E. A. PYNCH CO., Minneapolis, has 
issued an illustrated folder describing 
the Pynch vertical feed mixer. Dimen- 
sions, capacities and list prices are 
given, as well as a complete description 
of the machine. Copies of the folder 
may be obtained by writing the firm. 


Ralston Purina 


Co. Constructs 


Feed Plant at Denver 


PURINA CO., INC. 
has constructed a new  $1,500,- 
000 plant at Denver. Operation will be- 
gin October 1 and the output of the mill 
is expected to be 1,000 cars of feed a 
month. Construction of the plant marks 
the entry of the Ralston Purina Co. 
into the West. 

“The problems of the western live- 
stock man have been carefully studied 
by this organization in research, ex- 
perimental work and _ through inter-. 
views with successful western feeders 
of livestock and agricultural authorities 
in order to know how to serve the west- 
ern feeder best,” the official announce- 
ment of the company reads. 

“The location of the plant near live- 
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stock men and the establishment of hun- 
dreds of dealers in this section means 
that the usual feeder service, embracing 
years of practical feeding study, will be 
available to livestock owners in this 
section.” 


CARNATION BUYS FEED MILL 

Carnation Milk Products Co., Ocono- 
mowoc, Wis., announces a merger with 
the Albers Bros. Milling Co., which op- 
erates mills in Washington, Oregon and 
California. Cereal products, poultry and 
stock feeds will be distributed by the 
Carnation company through its numer- 
ous plants located in all parts of the 
United States as a result of the con- 
solidation. 
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ROCHESTER FIRMS MERGE 
Consolidation of two of the largest 
grain and feed interests in the Roches- 
ter, N. Y., field was announced recently. 
The firms merged are Dailey Bros., Inc., 
and George W. Haxton & Son, the new 
name being George W. Haxton & Son, 
with principal offices at Oakfield, N. Y. 
The merged companies will do an an- 
nual business in excess of $6,000,000, it 
is estimated, supplying farmers’ needs in 
feed through a chain of 27 district of- 
fices whch will be maintained in west- 
ern New York. G. Sherwin Haxton will 
be president of the new company, while 
Donald A. Dailey will retire from active 
business management for a long rest. 


FEDERAL GRAINS, LTD., Win- 


nipeg, Canada, has been formed to take 


over the elevators and properties of the 
Stewart Terminals, Consolidated Eleva- 
tor Co., Federal Grain Co., Internation- 
al Elevator Co., Union Grain Co., 
Northwestern Elevator Co.. McLaugh- 
lin Elevator Co., Topper Grain Co., and 
Brooks Elevator Co., all operating in 
Winnipeg. The assets total nearly 
$10,000,000 and the new firm will con- 
trol 339 country elevators and terminal 
elevator space with a capacity of 7,250,- 
000 bushels. James Stewart will be 
chairman of the board; J. C. Gage, pres- 
ident; Harry E. Sellers, vice president 
and A. P. Michael, general manager. 


INTERNATIONAL 


FEEDS 


Manufactured by 


INTERNATIONAL SUGAR FEED CO. 


MINNEAPOLIS 


BALANCED FEEDS FOR ALL FARM LIVESTOCK 


MEMPHIS 


MAAAAAAAAAAAAAAAAAAAAA 
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Watch Credit Carefully 
Manager Advises 


(Continued from Page Nineteen) 
when farmers browse through the plant 
after they have purchased their grocer- 
ies. 

The Badger Farmers Co. was organ- 
ized in 1912 with a capital of $20,000. 
In 1920 the capital stock was increased 
to $40,000 and shortly afterwards the 
Northwestern elevator, adjoining the 
company's original quarters, was pur- 
chased and grain dealing was added to 
the firm’s business activities. Livestock 
is also purchased and shipped from the 
present plant. 

Mr. Turner became manager of the 
company four years ago. Up until that 
time he operated a farm near Ripon. 
He has gained a thorough knowledge 
of feeding problems by actual experi- 
ence, and to this attribute has added 
the sound business policies which have 
made the Badger Farmers Co. out- 
standing among firms of its kind. 


NORTHRUP KING PICNIC 

The annual picnic of Northrup, 
King & Co., Minneapolis, seed and feed 
firm, was held early in August. A base- 
ball game between the bachelors and 
married men was won by the latter. A 
brick laying contest, canoe tilting con- 
test and foot races were also included 
in the program. 


Don’t Let Them Die! 
he small extra cost (less 
than 4c per chick) of feed- 

ing pure dried buttermilk wil! 
more than repay you in sav-. 
ing most of your baby chicks. 


Wide-awake and alert feed 
dealers everywhere recognize 
the quick profits that butter- 
milk sales offer. With the 
baby chick season in _ full 
swing, every poultry raiser 
needs Genuine Collis Process 
Pure Dried Buttermilk. 


Find out about this big oppor- 
tunity for additional profits. 
Write or wire at once. 


Collis Products Co. 


Dept. B99 Clinton, Iowa 
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Federation Seeks License 


On Cod Liver Oil 


With the increasing use of cod liver 
oil in feeds the Eastern Federation of 
Feed Merchants has asked the feed con- 
trol departments of the states of New 
York, New Jersey and Pennsylvania te 
require it to be licensed. 

“Our members are buying more cod 
liver oil each year,’ said President Fred 
M. McIntyre. “We are convinced that 
some of the oil on the market is worth- 
less for feeding purposes, and may ac- 
tually be harmful in the feed. The 
dealers are unable to determine its feed- 
ing value and must depend entirely upon 
the integrity of the firm from which 
they buy. 

“We urge all of our members to pur- 
chase only from reliable concerns and 
to demand a guarantee of potency. It 
was brought out at our summer meet- 
ing by Professor Heuser, that experi- 
ments have proved that the potency of 
oil is rapidly depreciated. He also 
showed that the color of the oil was 
not the determining factor. 

“Tt is our hope that the states will 
demand that each brand of oil be regis- 
tered and licensed as to its potency and 
purity. Then there will be some con- 
trol and our members would be safe- 
guarded by the restrictions and guar- 
antees demanded by the state.” 


Corn Cutters May 
Look Alike 


on the outside, but what about the internal workings? 


In the Munson Corn Cutter, you have a specially 
designed rotor for cutting down power and increasing 
capacity. The highest grade cutting knife that 
money can buy aids the Munson in lowering upkeep 
SKF bearings—the highest priced ball bear- 
ing in the world—keep power charges down. 


costs. 


BOB TYSON, representative of the 
Quaker Oats Co., Madison, Wis., re- 
turned from a three weeks’ 
September 3. 


vacation 


F. KERN, Sparta Produce Exchange, 
Sparta, Wis., was in Michigan for one 
week’s vacation during August. 


A CORRECTION 

The National Oil Products Co., Har- 
rison, N. J., advises that % per cent 
of Nopco Fortified cod liver oil is suf- 
ficient, while 4% per cent of Nopco X 
and % per cent of Nopco XX is all that 
is required to supply the vitamin D 
necessary to prevent rickets. This is 50 
per cent less in each case than was in- 
correctly reported in the August issue 
of The Feed Bag. 


MARTIN BUYS WAREHOUSE 

E. D. Martin & Co., wholesale deal- 
ers of flour, feed, produce and groceries, 
Charleston, W. Va., have purchased the 
large building in which they are lo- 
cated. The transaction gives the firm 
abundant warehouse space and _facili- 
ties for expansion. The company oper- 
ates on a cash basis and is steadily in- 
creasing its business. E. D. Martin, 
proprietor, founded the present firm in 
1921, and spent several years before that 
time in the brokerage and wholesale 
business. 


Complete Line of Feed 
Holds Customers 


John Yeomans, manager of the Cox- 
sackie Milling & Supply Corp., Coxsack- 
ie, N. Y., called on the secretary of the 
federation the other day. 

“Business is good,” said John. “We’re 
making gains every month.” 

“How do you do it?’ asked the sec- 
retary who had heard rumors of 
creasing competition. 

“By carrying a complete line of qual- 
ity goods,” replied John. “Yes, we ad- 
vertise regularly. We do not make a 
price appeal. We follow the market. 
But we do make it a point to have 
what our customers want. One of our 
customers comes regularly to our mill, 
passing several other feed stores on the 
10 miles from his farm. Last time he 
was at the mill I asked him why he 
put himself out to buy irom us. His 
reply was, ‘You always have a complete 
line. I can get everything I need.’ I 
believe many dealers make the mistake 
of not carrying a complete line.” 


in- 


SEARLE GRAIN CO., Minneapolis, 
with capital and surplus of $7,000,000, 
and headed by A. L. Searle, has taken 
over the business and properties of the 
Home Grain Co., Ltd., Saskatchewan 
Elevator Co., Ltd., Searle Grain Co., 
Ltd., and the Liberty Grain Co., Ltd. 


Other features outlined in the descriptive literature 


all aid in giving the Munson Corn Cutter the highest 
capacities per horsepower of any cutter on the mar- 


ket today. 


Why not use the coupon and get detailed infor- 


mation at no obligation? 


MUNSON MILL MACHINERY COMPANY I SS 


Established 1825 


A. D. Hughes & Co., Wayland, Mich. 


REPRESENTATIVES 


Strong-Scott Mfg. Co., Minneapolis, Minn. 


C. Wilkinson, Lansdowne, Pa. 
Frank Eckert, West Warwick, RB. I. 


Utica, N. Y. 


FB 9-29 
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OATS 


WHEAT SCREENINGS CORN 
Hiawatha Grain Company (> 
MINNEAPOLIS, MINN. = 
‘‘FOR BETTER SERVICE’’ ~ 

(We Own And Operate A Mill And Elevator) 

SPECIALIZING IN ALL TYPES OF SCREENINGS 
(GROUND AND UNGROUND) 
Get Our Samples and Prices a 
STRAIGHT CARS MIXED CARS ai 


RYE 


MILL FEEDS GROUND FEEDS OILMEAL 


BANNER GRAIN CO. 


MINNEAPOLIS, MINN. 


Milling Wheat 
All Proteins and Glutens 


Corn, Oats and Rye for 
Milling and Feed 


Cottonseed Meal 


ALL GRADES 
Arrival Drafts 


Quick Shipments 


Humphreys-Godwin Co. 


Established 1898 MEMPHIS, TENN. 


F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures” 


Special Attention to Hedges 


your needs in grain and feeds’’ 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 


S.T. Edwards & Co. 


Incorporated 


Feed System Engineers 
Plant Designs 
Special Feed Mill Machinery 
Feed Formulas 


J. C. HUBINGER BROS. CO., Keokuk, Ia....................000000- Gluten Feed DRIED BUTTERMILK AND 

HENRY LICHTIG & CO., Kansas City, Mo...................-... Milo and Kaffir 

FAIRMONT CREAMERY CO., Omaha, Neb.................... Dried Buttermilk Packed 100-Ib. paper-lined bags 
AMERICAN MOLASSES CO., ‘New Blackstrap Molasses 

OYSTER SHELL PRODUCTS co., Philadelphia, eee Oyster Shells 110 N. Franklin St. CHICAGO 


“REGAL” 30% PROTEIN 


“IMPERIAL” 33% PROTEIN 
OLD PROCESS OIL MEAL 
with PALATABLE Screenings Oil Feed 


WE MANUFACTURE OUR OWN OIL FEED 


Imperial Meal 
MINNEAPOLIS, MINN. 


GET PARKS’ DIRECT 
MILL CONTRACTS 


Anything in the Feed Line 


Screenings 
Powdered Skim. Milk 

Oyster Shells 

Dried Butter Milk Bone Meal 

I Meal Coarse Grains 


J. P. PARKS, Broker 
Direct Manufacturers Representative 
400-401 New England Bidg. 
Kansas City, Mo. 

327 So. La Salle St., Chicago, Ill. 
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Made from the Whole 
MENHADEN FISH 


Fresh from the Sea HARD SPRING 


EVERY SACK has a MONEY BACK GUARANTEE 
Unexcelled for the family trade 


S the source of Proteins * 
of Contains strong Gluten, produces 
a large white loaf which retains 

ee ee moisture and uniform in texture. 
to be found in land grown foods. 
These are especially necessary Sold at competitive prices 
in sections of the country re- Fa di ne 
mote from the ocean. Iodine, 
for instance, in natural assimil- Get our prices before buying 
able form. 


We shall be glad to send you com- 
plete analysis and sample. . 


Write us today. 


WISCONSIN’S MOST MODERN MILL 


Chas. M. Struven & Co. NEW RICHMOND, WISCONSIN 
MIXED CARS ARE OUR SPECIALTY 


es sir! 


That's what you want first of all 
in a car mover...and that’s the as 
biggest advantage in the ATLAS, 
This power has been proved by 
actual tests. Your mill distribu- 
tor can show you illustrated 
material and can cite cases 


With a warehouse capacity of 
over 2,500 tons of sacked feed— 
we are in splendid shape to give 
good service on straight or mixed 
cars of anything in feed. 


in which ATLAS superiority 
has been proved. 


Get an ATLAS mover and 
you'll see the difference in 
a jiffy. Ask your supply 3 
man. He knows andcan (94% 
give youquick 
service. 


WE WOULD APPRECIATE YOUR INQUIRIES 


eco | La Budde Feed & Grain Co. 
MILWAUKEE, WIS. 
APPLETON 


CAR MOVER 
COMPANY 


Appleton, Wis. 


Feed — Grain — Hay 


BSS || ALGONA, IOWA SPENCER, IOWA 
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Don’t Delay 


Until corn begins coming in to provide facili- 
ties for disposing of the cobs. 


Every elevator that has cobs to dispose of 
should have either a standard cob burner or a weather tight, 
self-cleaning cob house. If you are interested, ask for our book- 
lets on Cob Burners and Cob Houses—don’t delay. 


GRAIN DEALERS NATIONAL MUTUAL FIRE INSURANCE CO. 


INDIANAPOLIS, INDIANA 


OWL BRAND 


COTTON SEE 
MEAL 


Standard Since 1875 


F. W. BRODE CORP. 


MEMPHIS, TENNESSEF 


Get on our list. Market letters and prices. 


J. J. Fitzgerald ,,C. R. McCotter 
Ind. Omaha, Nebraska 
R. L. HERRICK M. H. HERRICK usiness 
100% FOR THE DEALERS 


HERRICK 
FEED 


Phones CO Phones 
135 135 
118 118 
HARVARD ILLINOIS 
WHOLESALE GRAIN & FEED SHIPPERS 
R. L. HERRICK, Jr. J.M. HERRICK 


Made in 9 sizes. Belt or motor 
driven. Single and double head. 


“First Cost Is Only Cost,” says 
Fred Holm of St. Charles, Minn. ‘Have used my 
DIAMOND Mill a year without one penny’s worth of 


repairs. The quality and variety of feed ground on the DIAMOND 
cannot be duplicated by any other mill in America.” 


SELECT THE DIAMOND FOR LASTING SERVICE 


Diamond Huller Co., Winona, Minn. 
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Printed messages 
They are profitable 


ADTKE ORTSCH 
BROS. Co. 


Esrasuisnep 1894 


PRINTERS 
LITHOGRAPHERS 
BINDERS 


344-346 MILWAUKEE STREET 


Broapway 1076 WiscoNSIN™ 


ALFALFA 
MEAL 


Dependable Western 
Meal for the Dairy 
feed. 


A valuable addition 
to the ration. 


Write or Wire for 
quotations. 


The Denver Alfalfa 
Milling & Products Co. 


Pierce Bidg. 
Lamar, Colo. St. Louis, Mo. 


| 
| 
| 
| 


M.G. RANKIN & Co. 
GRAIN 
FEED 


Chamber of Commerce 


STERLING DAIRY FEEDS 


MILWAUKEE, WIS. 32% Protein 20% Protein 
For the dairyman who For the dairyman who 
raises considerable corn, raises small crops of 
oats and barley. feeding grains. aS 


These two feeds are giving wonderful 
satisfaction. Samples and quotations 
onrequest. Effective sales helps given. 


We also manufacture the complete line of 
STERLING POULTRY FFEDS as well as 
STERLING PIG and HOG FEEDS. 


——e Carlots*or mixed cars containing bran, middlings, 
NOPCO COD LIVER OIL rolled oats, oil meal, oyster shell, animal protein 
BEET PULP—MOLASSES products, etc. 
DRIED BUTTERMILK— 
SKIM MILK— ALFALFA MEAL 


MIXED CARS— TON LOTS NORTHRUP, KING & CoO. 


Get our prices. FEEDS AND SEEDS 
LA BUDDE FEED & GRAIN CO. MINNEAPOLIS, MINN. 


MILWAUKEE, WIS. 


Wuen 1n MINNEAPOLIS 


STAY AT Quality Feeds and Grain 


Che 
New Nicollet Uniform fair prices and genuine service re- 
Ht t ] present two important factors in the rapid 

ote 


growth of our business. 


OPPOSITE TOURIST BUREAU 
ON WASHINGTON AVENUE 


The Northwest's Finest Hotel 
600 ROOMS WITH BATH 


OR CONNECTING Broadway 4961 


Every room an outside room 


We are just at the other 
end of your telephone line 


Largest and Finest Ballroom in the 


orthwest 
—— Grain—Corn, Oats, Barley, Chicken Wheat 
59 Rooms $2.00 Reef Brand Oyster Shells 
257 Rooms at................. 3.50 Mill-Feeds, Hominy, Oil Meal, Cottonseed Meal 
Clinton Corn Gluten Feed—Gluten Meal 


Suites and Special Rooms at 
$6.00 to $9.00 


MAIN DINING ROOM 


COFFEE SHOP DONAHUE-STRATTON COMPANY 


Three Blocks from Both Depots. MILWAUKEE 
Retail Center and Wholesale Center. Brokers for Operating Elevators at 
W. B. CLARK, Manager CORN OIL CAKE MEAL DEPOT HARBOR, ONT. 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 


minimum $1.00. 


MANAGER WANTED 


Competent man wanted to manage retail cash 
feed store in Waukesha county. No buying 
worries--entire efforts on selling. Answer in own 
hand writing, stating salary desired. Write T.F., 
c/o THE FEED BAG, 85 East Michigan street, 
Milwaukee, Wis. 


FLOUR AND FEED BUSINESS FOR SALE 


A well established flour and feed _ business 
located in the North Centra! part of Wisconsin. 
Grinding facilities. Electric power. Railroad 
Siding. Annual business approximately $75,000. 
Reason for selling—owing to other business can- 
not give proper attention. A real money maker. 
Priced right. Write S. C.-3, c/o THE FEED 
BAG, 86 East Michigan street, Milwaukee, Wis. 


FEED MIXER WANTED 


Used Feed Mixer wanted in one-half to one 
ton size. Write C. F. KNIGHT, Dalton Wis. 


HAY .. HAY .. HAY 


We have a surplus of nice colored No. 1 and 
No. 2 Timothy, light clover and grass saad hay 
to offer for shipment after October 1. Anyone 
interested, get in touch with THE LINCOLN 
MILL, Merrill, Wis. 


FEED BUSINESS WANTED 


On account of Ill Health owner desirous to 
exchange 160 acres farm for Retail Flour, Feed 
and Grain Business. Farm located 4 miles south 
Forest City, Iowa, one-half mile off Highway 15. 
Farm carrying government loan $16,000, ae, 
Eauity $12,000. Address XYZ, c/o THE FEE 
BAG, 86 E. Michigan street, Milwaukee, Wis. 


BUSINESS FOR SALE 


Feed, flour, seed, grain and coal business for 
sale. Only feed store in small town located in 
good dairy section of southern Wisconsin. For 
further information, write A. H., c/o THE FEED 
BAG, 86 East Michigan street, Milwaukee, Wis. 


GROWING BUSINESS FOR SALE 


A growing flour, feed, grain and farm supply 
business for sale. Established nearly a century. 
Present owners eleven years. Reason for selling, 
poor health one partner. Sales over $140,000 
past three years. Last year over $160,000. Mill 
in good repair, machinery nearly all new, bulk 
storage for around 18,000 bushels, water power 
the year around. Good-sized warehouse built six 
years ago. Good dairy and chicken country. 
If 1? i write C. & L. GLOVER, East Ran- 
dolph, N. Y 


FEED BUSINESS WANTED 


Will buy good flour, feed, coal and seed busi- 
ness. Write, giving full particulars, to LOUIS 
CARSTENS, Brillion, Wis. 


FEED BUSINESS FOR SALE 
Well established feed business for sale in 
Central Wisconsin. Mill in connection. In live 
town. Doing about $60,000 business a year. 
Good reason for selling. Write BG- 1, c/o THE 
bog ® BAG, 86 East Michigan street, Milwau- 
ee, Wis. 


FOR SALE 
Empire Mills at Olean, New York 

Milling-in-transit also Local business in Grain 
and Feed. Located on the main line of tke Erie 
railroad with private switch with 80 ton register- 
ing track scale. 

Capacity 250 tons daily, 65,000 bushels bulk 
grain and feed storage. Over 20,000 ft. ware- 
house storage and eleven loading doors on track 
side. Length of all buildings on track 402 ft. 
Other side on 30 ft. paved street. 

Quick delivery to eastern points, cars leaving 
same night as loaded. Good plant’ to supply an 
eastern chain of feed stores. 

Olean is situated about 70 miles south of Buffalo 
on three railroads, Erie, Pennsylvania and P. S. 
& N., also Chicago-New York City through bus 
line, with about 26,000 population, center of 
Pennsylvania oil production and elegant schools. 

This plant could be used for most any kind of 
business where storage and good railroad service 
is required. 

Can be purchased very low regardless of cost. 
A big bargain for some party. Best of reasons 
BROS. & GAGE CO., Olean, N 


FEED MIXER WANTED 
Small vertical or horizontal mixer wanted by 
dealer near Albany, N. 1. State condition and 
price. sg E. D. LOCKWOOD, South 
Westerlo, N. Y. Tel. Greenville 7-F-14. 
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CORN BORER QUARANTINE 
United States Department of Agricul- 
ture is now rigidly enforcing a quaran- 


.tine against the European corn borer 


along the Wisconsin-upper Michigan 
border. Inspection posts have been es- 
tablished by federal men at every road- 
way and bridge connecting the two 
states and will be maintained for two 
months by agricultural experts who will 
search every car for green corn. 


E. J. KOPPELKAM 


GRAIN FUTURES 


373 Broadway 
MILWAUKEE, WISCONSIN 


Phones Broadway 32, Broadway 783 


{Member Chamber of Commerce 


CEREAL 


GRADING CO. 
MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 
For 


WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


Reliance Feed Co. 


MILLFEEDS 
500 CORN EXCHANGE 
MINNEAPOLIS, MINN. 


FOR 
CORN OR OATS 
QUALITY and SERVICE 


your trade demands 
Write, Phone or Wire 


Western Terminal Elevator Company 
Sioux City, Iowa 


LINSEED MEAL 
CARLOTS 


Linseed By-Products Co. 


562 CHAMBER OF COMMERCE 
MINNEAPOLIS, MINN. 


IOWA MILLING CO. 


CEDAR RAPIDS, IOWA 
Shippers of 


CORN and OATS 


Cedar Rapids Weights and Grades 
Get our prices—We can save you Money 


No-Milk Calf Food 


A LEADER FOR 45 


National Food Company 
FOND DU LAC, WIS. 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF 


Mother’s Best Flour 


Consign Your GRAIN, BARLEY AND RYE Especially 


FOR ATTENTION OF. 
JOSEF MUELLER WM. R. MADDEN 


TO 
UERGER COMMISSION CO. 


ESTABLISHED FOR OVER THIRTY YEARS 


510 Mitchell Bldg. 
Milwaukee, Wis. 


“SWEET PRINCESS” 


16% PROTEIN 


MOLASSES DAIRY FEED 
We Also Pack Dairy Feed Under Private Brands 


We sell a complete assortment of over 80 different kinds of feeds 


Send for MANEY BROTHERS MILL & ELEVATOR CO., “oder, and St. 


Office and Mill, Milwaukee, Wis. 


INSTITUTIONAL 


24% 
SWEET DAIRY FEED 
THE BEST BUY ON THE MARKET 


NEWTON FEED COMPANY 


Eastern Office, Boston, Mass. 
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ADVERTISERS’ INDEX | 
Camel Wheat Feed Scores Again! 
Ametican: Mal Co... 25600 12 
Appleton Car Mover Co................-. 41 ~ Reports an official cow tester to his dealer. 
Arcady Farms Milling Co................. 6 
Archer-Daniels-Midland Co................ 45 “IT want you to note that the high herds in 
a Milling ee oe No. 2 received more CAMEL per cow for the 
Buerger Commission Co.................6: 44 season than any other kind of grain, and that 
Butter Fat 364 Ibs.) was fed alfalfa hay 
38 silage, CAMEL, corn and oats, and made more 
Commander Milling Co... profit per cow than any other herd.’’ 
Compotidated Products Co... ... 
Corn Products ReGning Co................ 4 We can make immediate shipment of Camel. 
enver alfa Milling roducts Co..... = MINNEAPOL 
Deutsch & Sickert 46 EXCELSIOR MILLING CO., minn- 
Co... 43 AMES-BURNS co., Jamestown—exclusive New York distributors. 
i inoi k tative. 
Gecisior Milles Co... 45 B. J. GIBSON, Danville, I1l.—special Illinois and Kentucky representative 


General Laboratories. . 26 
Grain Dealers Nat. Mutual Fire Ins. Co... 42 
Grain Machinery Co. 
Haertel Co., Inc 
42 


International Agricultural Corp............ 


A. E. Jacobson Machine Works, Inc 


King Midas Mill Co...................... 48 1644% PROTEIN 

44 

La Budde Feed & Grain Co............ 41, 43 MANUFACTURED BY 

insee ea ucational Committee...... 3 : INNESOTA 

Maney Bros. Mill & Elevator Co.......... 44 MINMEAPESSS, 5 

Co. 36 | Mixed Cars a Specialty—We Handle All Kinds of Mill Feeds 

Milas Co... Shippers of Corn and Oats—Write for Samples and Prices 

45 

Munson Mill Machinery Co............... 39 

44 

National Oil Products Co................. 28 

Nebraska Consolidated Mills Co........... 44 

43 

New Richmond Roller Mills Co........... 41 


2 


F. J. Phelan 40 j 
Radtke Bros. & Kortsch Co............... 42 
16 
Russell-Miller Milling Co.................. 4 Old Process 
Sprout, Waldeon Co... 28 
Strong-Scott Mig. 3 & | ee 
ein 
mee Minute Cereals Co... > 
Washburn Crosby 18 Adapted for Feed Manufacturers and Mixers 
Western Terminal Elevator Co............ 44 
Wisconsin Agriculturist & Farmer....... 


Write for samples and full particulars about 
these two feeds. We are shippers of RED 
DURUM ~ CORN - OATS —- BARLEY — BUCK- 
WHEAT and other grain for poultry feed. 
Co., Milwaukee, and his wife returned Elevator capacity 2,500,000 bushels. It will 


recently from a two months’ visit in pay you to get our quotations regularly. 
Europe. They made an extensive tour 


of Germany, calling upon several of 


ARCHER-DANIELS-MIDLAND CO. 


GET MY PRICES—SAVE MONEY GRAIN DEPARTMENT 
A. L. STANCHFIELD “MINNEAPOLIS MINNESOTA 
FLOUR, MILLFEED 


OILMEAL, ETC. 


RETURNS FROM EUROPE 


Josef Mueller, Buerger Commission 


Wire or Write for Our Quotations if you are not receiving 

502 Corn Exchange Bldg. them regularly. 
MINNEAPOLIS, N. 

‘“‘Stand by Stan’’ 
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Che feed Bag 


Vol. 5. No. 9. SEPTEMBER, 1929 
DAVID KNOX STEENBERGH 
Managing Editor 
Published the first week of every month at 
Milwaukee for retail feed, flour, grain, coal and 
allied products dealers. The only strictly retail 
dealer publication in the field. Subscription price 

—$2.00 per year. 

Changes in advertising copy may be submit- 
ted up to the 15th of the month preceding date 
of issue. Last closing date, the 25th. For adver- 
tising rates, etc., address The Feed Bag, 86 East 
Michigan street, Milwaukee. 

The Feed Bag is official publication of the 
Central Retail Feed association, Eastern Feder- 
ation of Feed Merchants and the New England 
Retail Grain Dealers association. Feed Merchants 
Bulletin of the Eastern Federation of Feed Mer- 
chants merged with The Feed Bag, July, 1928. 


Copyright, 1929, Editorial Service Co., Inc. 


FRANKE GRAIN CO. 


DISTRIBUTORS 


WISCONSIN 


BRAND 


MEAT SCRAP. 


PROTEIN worcess 


MEAT SCRAP 
TANKAGE 
BONE MEAL 


100 LBS. NET 


E.W. BOHNSACK CO. 
PLYMOUTH, WIS. 


Molassco 


Screenings--- 
Molasses Base 


for Feed Manufacturers 


Our product is best 
because we use se- 
lected screenings 
thoroughly re- 
cleaned by our ex- 
clusive process. 


Ask for Sample 


We have some- 
thing especially in- 
teresting for pro- 
gressive dealers 
who are interested 
in 16% Dairy Feed 
of unusually High 
Quality. 


STUHR - SEIDL 
COMPANY 


DISTRIBUTORS 
Chamber of Commerce 


MINNEAPOLIS 


SOLE DISTRIBUTORS 


THE FRANKE GRAIN CO. 


GRAIN AND FEED 
MILWAUKEE, WISCONSIN 


Shipments from Milwaukee or Plymouth, Wis. 
Carloads, Ton and Bag Lots, Phone Broadway 2174. 
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Deutsch & Sickert 


A. E. STALEY MFG. CO. 


Corn Gluten Feed .. . 23% Protein 
Corn Germ Meal .. . 18% Protein 


Staley’s Soy Bean Oil Meal 40% Protein 


Straight and Mixed Cars 


PRIDE OF THE SOUTH 
Genuine Oyster Shells 


Write for delivered prices 


Get our CORN and OAT 
Prices Use the Phone— Call 


Feeds of all kinds also Hay— BROADWAY 


Alfalfa Hay a Specialty 
1674 
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They the Feed 


GGS are made from four raw materials. They are—Proteins, 
Fats, Minerals and Water. Each one of these essentials must be 
furnished the hen in exact balanced ratio or she will not lay her 
maximum quoto of eggs. 


URNISH the water, a little oyster shell, some True Value 
Scratch Grains and True Value Egg Mash will do the rest. Eggs 
are in the feed. 


ENS do best when True Value Egg Mash is before them all 
of the time. They lay record numbers of eggs because of the 
scientific and practical balance 
of the essential nutrients. True 
Value Egg Mash is doubly 
charged with vitamin “D’’. It is 
greedily consumed because of its 
exceptional palatability. It is the 
mash founded upon Cod Liver 
Oil, Cod Liver Meal and Dried 
Buttermilk. 


I you are a dealer inter- — 
-ested in booking prices | 
for the next few months it — 
will pay you to write or wire — 


MANUFACTURED AND GUARANTEED BY 


Ladish Milling Co. 


MILWAUKEE, WIS. 


You cannot make a mistake by 
- recommending a superior article. 


Quality is the surest foundation for 
a permanent success. 


PRice 10UR 


AND WORTH AILIT COSTS 
| | \ 


THE HIGHEST 
PRICED FLOUR 
IN AMERICA 
AND 
WORTH ALL 
IT COSTS. 


KING MIDAS 
Sells Easily 


Satisfies 
Housewives 
Bakers 
Grocers 


Brings Repeat 
Orders 


King Midas Mill Co., Minneapolis, Minn. 


